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The twenty-third day of July, 1924, will be the Fortieth Anniversary of The 
Franklin Life Insurance Company. [Looking backward towards the beginning, the 
journey from 1884 to 1924 has been made with ever increasing gain in size and in 
strength. It has been an ever onward march without pause, without hesitation or 
deviation from the direct road, and it has been an unhurried progress wherein the 
firmest footing, the safest line of advance, has been chosen without a single 
exception. 

The future, of course, no man may know, but the past promises much for The 
Franklin’s future. It is hoped that the growth of the ten years just passed will 
continue through the next decade. If it should continue at its present rate The 
Franklin will again treble its size, and will reach its Fiftieth Anniversary with a 
Half Billion of Insurance in force. 

And it is believed that the accomplishments of the present field men who have 
been so instrumental in building the company’s present will attract other capable 


and ambitious men to assist them in placing this protection upon The Franklin’s 
books. 
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CUR POLICIES ENABLE YoU TO OPEN THIS SAFE 


ILLINOIS MANAGERS WANTED 


At Bloomington — _ Freeport — __ La Salle 
Elgin — Peoria — Springfield 


Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


INSURANCE COMPANY ) 
INDIANAPOLIS, INDIANA. — 
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TRAINING SCHOOL HAS 
HAD A GOOD EFFECT 


Pheenix Mutual Life Has De- 
creased the Waste in Agency 
Turnover 


EFFECT ON THE BUSINESS 


Some Preliminary Work Is Desirable 
Before Man Takes Up the Reg- 
ular Instruction Course 


The Phoenix Mutual Life has had very 
satisfactory experience with its training 


school. In 1919, before the training 
plans were undertaken, out of every 
100 contracts made for twelve months, 


70 left the business and 30 remained. 
In 1920, when the training plan was 
started, the percentage left the 
business was reduced from 70 to 42, a 
net gain of 28 percent. In compiling 
the figures for last year, the company 
found that out of every 100 contracts 
made, at the end of twelve months only 
30 had gone out of business, 70 remain- 
ing. This is a decided improvement 
over the results of four vears ago, when 
only 30 remained and 70 had gone out 
ot business. 


who 


Improvement the First Year 


The issued business of a trained man 
has been found to be about 20 percent 
in excess of that of the untrained man 
for the first 12 months, the average size 
of the policies sold considerably larger, 
the amount of paid premiums per man 
in excess, and the average dollar value 
of each interview much higher and the 
total number of policies issued greater. 
If this improvement can be made in the 
first year, there is reason to believe that 
in years to come there will be an even 
greater difference in favor of the trained 
man, because of his increased knowledge 
and better service to his clients. 

Preliminary Training Advantageous 


It has been found decidedly advan- 
tageous to have some preliminary train- 
ing of an agent before he starts in the 
school. This accomplishes two things 
It enables the man to determine whether 
or not he is suited to life insurance busi- 


ness, and it demonstrates to the man- 
ager whether or not the man has the 
qualities for successful life insurance 


salesmanship, before he incurs the time 
and expense of coming to the home of- 


fice. The Phoenix requires from one to 
three months’ preliminary field training 
hefore coming to the home office. This 


also enables a man to derive a great deal 

more from the course of training, as he 
has a clear idea of what he wants to 
know after having } experience 
in the field. 


had some 


Information Is Reviewed 


with a prospec- 
complete sa 


contac 
the m 


Upon gaining 
salesman, 


tive anage 
set of papers which includes a personal 
listory blank, covering detail the 

an’s business and educational experi- 


ence, past employment and other facts, 





WILL OPEN THE COAST|!MORE VIEWS SECURED 


TO ESTABLISH THREE CENTERS |COMMENT ON 


Sun Life Refused Admission to Illinois 
Because Its Authorized Capital 
Was Not All Paid Up 


The Sun Life of Montreal, Can., which 
had applied for admission to Illinois, 
was not able to qualify under the queer 
quirk of the Ilinois statute that re- 
quires all capital of outside companies 
to be paid up. The Sun Life has a paid 
up capital of $850,000 and authorized 
capital of $4,000,000. Companies of this 
character which have to have their char- 
ter changed by act of parliament secure 
authority for a large authorized capital 
to be paid in as it is needed. The IIli- 
nois statute now requires that all for- 
eign companies must have their capital 
paid up. Those companies that have 
been licensed right along, even though 
their authorized capital is not all paid 
up will not be affected. 

H. S. Standish, assistant manager of 
the Union Central Life in Chicago, who 
had been appointed manager of the 
Sun Life in that city, will be sent to 
Los Angeles by the Sun, to open up 
southern California. Mr. Standish may 
remain there permanently. The Sun 
Life is opening branch offices in Port- 
land and Seattle also. The company 
had contracted for its space in Chicago 
and the offices had nearly been com- 
pleted. The Sun Life has a large 
amount of money invested in Illinois 
securities and is one of the large Cana- 
dian companies. When it announced 
Mr. Standish’s appointment, naturally 
it felt that being a company of such 
size and strength there would be no 
doubt of its being licensed in Illinois 
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and judgment 
manager and other suc 
These papers are sent 
where they are re- 
of the agency 
staff is taken, 
as to how the 
applicant. 


a retail credit 

past employers, 
made out bv the 
cessful salesman 
to the home office 
viewed by six members 

department. A vote of the 
and the manager notified 
agency department views the 


report, 


The final decision as to whether or not 
the man shall be sent to the home office 
rests with the manager. but he is usually 
guide d by the advice of the agency d« 
partment 
Home Office Course I« Best 

Whenever it is practicable, the home 
office course is by far the best The 
Phoenix Mutual has a staff of approxi- 
mately 20 lecturers, each of whom is a 
specialist in his phase of the business 
The contact with the home office offi 


cials and division heads is of lasting ben 


efit, and every man who has attended 
the home office school seems to feel that 
he is more than repaid for the trip. But 
in the case of agencies too distant from 
the home office for attendance in the 
school there, it is more practical to hold 
extension courses if a sufficient number 
of men are available to attend The 
Phoenix is holding these extension 
courses at centrally located points, and 
all agencies in the vicinitv of these 
points are sending their new salesmen to 
these classes 

During the four years that this train 
ing plan has been in operati t hi 


blanks | 


RETALIATION 
Commissioners Make Some Observa- 
tions on the Postition Taken by the 
New York Department 


Replying to the recent ruling of Su 
perintendent Stoddard concerning the 
policy of the New York department in 


requiring companies* seeking admission 


into that state to limit everywhere their 
writing power to those coverages per 
mitted by the New York law, W. R. ¢ 
Kendrick, commissioner of insurance in 
lowa, stated that he considers the at 
titude of the New York department in 
this respect “most unreasonable, un 
tenable, arbitrary and absurd.” He 
points out that if every state were to 
seck to exercise such extra-territorial 
jurisdiction, a chaotic condition un- 
paralleled in the history of insurance 
would be produced. If the New York 
department continues to adhere to that 
policy, it will force other state depart 
ments to adopt a_ similar attitude 


New York companies applying 


such 


towards 


for admission in respective states 
Says Power Is Exceeded 
Mr. Kendrick believes that nothing 


could be more destructive to cooperation 
among the various departments than this 


policy adopted by the New York de 
partment It is conceded that New York 
has the authority to dictate what cov 
erages may be written in New York 
state, but it is exceeding its powers in 
attempting to regulate the writing of 


companies in other states. Mr. Kendrick 
expresses the hope that the New York 
department will abolish this drastic and 


unsound ruling and adopt the practice 
| ot other state departments 
Insurance Commissioner Joseph But 
ton of Virginia, secretary of the Insur 
ance Commissioners Convention, in com 
| menting on retaliatory laws, states that 
he does not believe in such measures 
There is on the statute books of Vir 
| ginia a retaliatory law, but he has not 
undertaken to enforce it on a _ single 
eccasion during his 18 vears’ service as 
commissioner, until a few months ago, 


when he wished to bring West Virgima 
to terms on a matter of agents’ hcenses 
Commissioner Button says that his 
opinion is that every state should have 
its own laws, and they should be made 
| uniform, where possible, with the laws 
of other states Chis, he says, is what 
the National Convention of Insurance 


| pany 


Commissioners is trying to bring about 


the be- 
improve- 
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many times 
change was 
old method The com 
not consider its present plan 
permanent, but is ready to change it as 
as another better plan is presented 
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soon 


License New California Company 


SAN FRANCISCO, June 23.—Insur 
ance Commissioner George D. Squires 
has issued a license to the Peoples’ 
Mutual Life to transact business in Cali 
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MAY SALES ARE LESS 
THAN THOSE IN APRIL 


Report of Life Insurance Sales 
Research Bureau Shows Total 


Lower Than Expected 


CANADA SHOWS INCREASE 


| Comparative Figures for Geographical 


Sections of United States and 


Dominion 
May sales of life insurance did not 
reach the total expected and business 
slackened up to the extent of falling 
below that of April, thus deviating trom 
the seasonal increase which sales have 
shown in May of former years 


The Life Insurance Sales Research 


Bureau 
May oi 
had 
the 
January 1, 1923. This represents an in- 
crease ot 2 per cent over May of last 
year and a decrease of 4 percent trom 
April of this year. While the returns 
for May are low in comparison to the 
record of the preceding months of this 
year, it should be remembered that 
March sales broke all previous records. 
April holds second place and May third 
place. Sales for the year-to-date 
the first five months of 1924 were 
054,058,000, or 12 percent in advance 
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ordinary lite 
by 
than 


ordinary 


reports 


$638,768,000 companies 


im torce more SS percent ol 


legal reserve business on 


or 
$3,- 
ol 


those for the similar period of last year. 
Sales for the twelve months ending 
May 31, 1924, were $6,906,786,000, or 15 
percent in advance of those itor the sim- 


ilar period of last year 


By Geographical Sections 


sections into 
four, New 
Moun 


nine geographical 
country is divided 
England, East North Central, 
tain and Pacific, show increases tor 
May of this year as compared to May 
of last vear; the Middle Atlantic main- 
tained a record of 100 percent; and four 
sections, the West North Central, 
South Atlantic, E South Central and 
West South Central, decreases. 
The New England leads with 
an increase of 15 percent. Kwr the first 
months of 1924 as compared with 
same period of 1923, the P: 
tion shows the largest increase, 
cent, and the Middle Atlantic 
largest, 18 percent lor the 
months ending May 31, 1924, as 
pared to the twelve months ending May 
31, 1923, the P. the 
greatest increase, 20 

Four the six 
Bureau's survey increases 
May, 1924, as compared with May, 
hese rangé from 21 percent De- 
troit to 4 percent for Chicago New 
York and Philadelphia both decreased 1 
percent For the five of 1924 
as compared with the similar period oi 
1923, all show incre: ranging 
from 1 percent for Boston to reent 
for Detroit 
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level than it did in the United States, 
both as to seasonal variation in com- 


parison with April and in comparison 
with May of last year. 
The Life Insurance Sales Research 


Bureau reports for companies which had 
in force over 83 per cent of the legal 
reserve business as of Jan. l, 1923, an 
actual volume of sales of $33,368,000 in 
May as compared with $32,603,000 in 
April, an increase of 2 percent. Com- 
paring May, 1924, with May, 1923, sales 
increased 12 per cent. Sales for the 
first five months of 1924 were 15 per- 
cent in advance of those for the simi- 
lar period of 1923. Sales for the 12 
months ending May 31, 1924, were 13 
per cent in advance of those for the 
similar period of 1923. 
Report by Provinces 


provinces— Manitoba, 
Edward Island, 
decreases 


Four of the 
Nova Scotia, Prince 
and Saskatchewan—showed 


for May, 1924, as compared to May, 
1923, and Alberta, British Columbia, 
New Brunswick, Ontario and Quebec 
and Newfoundland showed increases. 
Quebec shows greatest gain, 25 per- 
cent. For the year-to-date 1924 as 


compared to the similar period of 1923, 
seven provinces report increases. Prince 
Edward Island maintained an identical 
record and Nova Scotia and Newfound- 
land report decreases. For the twelve 
months period ended May 31, 1924, as 
compared to that ended May 31, 1923, 
Newfoundland reports the only de- 
crease. 

Seven cities, 
Ottawa, Quebec 
and Winnipeg, report an increase in 
sales both for the month of May and 
the five months of 1924 as compared 
to similar periods of 1923. Monthly 
increases range from a small percentage 
for Hamilton to the largest for Quebec. 
Five-month increases range from fair 
for Ottawa to high for Quebec. 


REGISTRATION AREA SOUGHT 


State Health Officials Want U. S. Cen- 
sus Bureau to Get Data on Com- 
municable Diseases 


At a conference of state and provin- 
cial health authorities, held at Lansing, 
Mich., Dr. John S. Fulton, director of 
the Maryland health department, and 
Dr. William C. Fowler, health officer of 
the District of Columbia, were ap- 
pointed to urge the United States Bu- 
reau of the Census to establish a regis- 
tration area for communicable diseases. 
This registration area would be similar 
to the present system of reporting 
deaths to the federal bureau. 

By this means, it is explained, health 
authorities, physicians and insurance 
companies could follow fatality rates in 
communicable diseases with much pre- 
cision. Probably not more than 25 
states could be included in this regis- 


Montreal, 
Vancouver, 


Hamilton, 
Toronto, 





tration area. Even in the reporting of 
deaths, not more than 34 states are in- 
cluded now. 


For efficiency in reporting morbidity, 
or the occurrence of cases of communi- 
cable as shown at this confer- 
ence, Vermont stood first. Then follow 
Utah, W poate, Massachusetts, New 
York, Kansas, California, Maryland, 
Connecticut and Pennsylvania. _ 


diseases, 


To Hold Regional Meetings 

The Reliance Life will hold three re- 
gional meetings this fall. The first will 
be at the Edgewater Beach hotel in Chi- 
cago, Sept. 10-12, the next at the Broad- 
moor hotel, at Colorado Springs Sept. 
15-17, and the next at White Sulphur 
Springs, W. Va., Oct. 6-8. 


Expects to Write Record Business 


The Sun Life of Canada is expecting 
to write over $140,000,000 of new busi- 
ness in 1924, a figure never before ap- 
proached by any life company in the 
British Empire. ‘The record thus far 
this year indicates that the companv 
will easily reach that mark, which will 
be a new record for the Sun Life ana 
for all British companies. 





CUT IN COMMISSIONS 





DRASTIC STEP NECESSITATED 





European General Reinsurance Makes 
Important Change on Health In- 
surance Required by Experience 


NEW YORK, June 25.—A_ second 
drastic step has been taken by the Euro- 
pean General Reinsurance in regard to 
health insurance business, which will 
probably have a marked effect on that 
line as it is written by the principal 
companies, The European General has 
cut commissions paid to companies hav- 
ing treaties with it from 40 percent to 


30 percent. As this company handles 
reinsurance for 23 of the leading acci- 
dent companies and writes by tar the 


largest volume of this class of reinsur- 
ance, there is bound to be a reaction to 
this requirement. 


Passing Cut Along 
Some companies have already passed 
the commission cut on to the field and 


have put in forceghe 10 percent reduc- 
tion on health insurance commissions. 
Others have obtained an extension of 
time from June 1 to July 1 and just 
what action will be taken is problemat- 
ical. The commission cutting program 
is apparently not being generally put 
into effect as yet. A health and accident 
manager of one company said that he 
did not expect to make any blanket 
slash of 10 percent on health commis- 
sions. He felt that because oi the lower 
commissions paid to agencies of smaller 


size that his commission cost would 
average less than that received on re- 
insurance. He thought probably it 


might affect some new commission con- 
tracts. The importance of reinsurance 
commission will vary with the volume 
of accident and health premiums to some 
extent. Some companies reinsure cvery- 
thing over $25 a week indemnity. For 
a company of this kind, particularly if 
it is a multiple line concern whose 
agents are dealing with a class of men 
who frequently buy insurance in excess 
of this amount, the cut will be an im- 
portant matter. 


In Unsettled Condition 


With health insurance already un- 
profitable underwriters are in no frame 
of mind to stand a further loss because 
of a differential between commissions 
paid to agents and those received from 
the reinsurer. On the other hand, con- 
ditions are not exactly right for a 
change of this kind. The agents are in 
no trame of mind to have their health 
commissions docked. Most of them are 
still trying to get used to the idea that 
life paageoecnteg can no longer be written 
and in many cases that old business car 
rying lile laioemalty must be transferred 
to forms not containing that provision. 
The acquisition program on other 
casualty lines is hardly well enough 
established to have been forgotten. 
Home office ‘representatives seeking 
volume do not take cheerfully to the 


cost 


idea of announcing during a visit to an 
agency that health commissions are in 
tor a cut. 


Favor Completing HReadjustments 


Another viewpoint is that as long as 


it is absolutely evident that the health 
insurance situation must be remedied 
every kind of cure needed should be 


taken at once to get the operation over 
with. If the life indemnity feature must 
be amputated perhaps the high commis- 
sion being paid for undesirable business 
should be removed while the patient is 
on the operating table. For many com- 
panies the amount of reinsurance on the 
health end of the business may not be 
considered large enough to make neces- 
sary a cut of 10 percent or even a reduc- 
tion to a 30 percent maximum. With 
life indemnity eliminated the big bumps 
have been removed from health insur- 
ance. If the business continues unprofit- 
able the many small claims will be the 
cause, and it is not for these that rein- 





REVOLUTIONARY CASE 
TYPHOID HELD AN ACCIDENT 


Illinois Supreme Court Decision Calls 
for Change in Illinois Accident 
Policies for Protection 


SPRINGFIELD, ILL., June 24.—The 
refusal of the Illinois supreme court to 
rehear the case of Anna Christ vs. Pa- 
cific Mutual Life has put the Illinois 
court on record in a most revolutionary 
case, the decision which is definitely up- 
held by the supreme court, practically 
holding an accident policy responsible 
for death claims of any cause. The case 
was not important of itself, as it only 
involved payment of $1,130 on a spe cial 
accident form, but the precedent estab- 
lished is of so great importance that it 
will be necessary for accident and 
health companies operating in Illinois to 
immediately make a revision in Illinois 
policy forms, either by endorsement or 
a new form, in order to protect them- 
selves against future claims of a similar 
nature. Accident and health companies 
are subjected to claim payments that 
would make the accident policy equal a 
life insurance policy, unless specific ob- 
jections are made in the policy. 


Typhoid Called “Accident” 


The case arose over the death of Wil- 
liam Christ, two years ago as a result 
of typhoid fever. He carried a special 
accident policy under which his wife at- 
tempted to collect $1,130. <A coroner's 
jury declared that his death was “acci- 
dental” as a result of Mr. Christ drink- 
ing contaminated water. The case was 
taken before the circuit court on stipu- 
lation of facts, which found for the plain- 
tiff and ordered payment of the policy. 
The case was appealed by the Pacific 
eng ey but the decision was sustained 
by the appellate court and again by the 
Illinois supreme court. A _ petition for 
a rehearing was filed, but this was de- 
nied by the latter court. 


Is Revolutionary Decision 


\ttorneys argued before the court 
that such an interpretation of special 
accident policies does violence to the in- 
tent in the language of the contract. It 
is generally recognized as revolutionary 
and claim attorneys throughout the 
country have expressed surprise that the 
Illinois supreme court would hand down 
such a decision. Under this decision 80 
percent of the policies now written by 
casualty companies will become mere 
life insurance policies. It is further 
pointed out that this decision subjects 
the accident policy to the payment of 
coverage which the insurance depart- 
ment would not permit a casualty com- 
pany to write. If an accident and health 
company applied to the insurance de- 
partment for permission to write a pol- 
icy covering death from typhoid fever 
or such diseases, the department would 
license and yet the supreme 
held that the company must 
claim, which so interprets the 
policy. 


refuse a 
court has 
pay this 
accident 

Must Change Policies 


The companies will have to immedi- 
ately protect themselves in Illinois by 
endorsing all policies to eliminate pro- 
tection against bacterial diseases caused 
by reception of germs. Otherwise, ac- 
cording to this decision, the accident pol- 
icy might be interpreted to cover pneu- 
monia, caused by accidentally catching 
cold while sitting in a draught in the 
office, or perhaps any disease that might 
be transferred by shaking hands, The 
decision in this case has so completely 
overturned the recognized conception of 
accident coverage that it is difficult for 
many underwriters to believe it a bona 
fide ruling of a state supreme court. 


surance is sought. A company in posi- 
tion to retain $50 or $100 a week: indem- 
nity will probably absorb the reduction 
at the home office. 





SOCIAL "INSURANCE UP 


SUBJECT OF LEAGUE MEETING 


Group and Compensation Cover Will 
Occupy All Sessions of 1925 
Labor Conference 

25.—The entire 


NEW YORK, June 


1925 session of the International Labor 
Conference of the League of Nations, 
to be held at Geneva, will be devoted 


to compensation insurance, group in 
surance and allied lines, under the gen- 
eral heading of social insurance, accord 
ing to Herbert Feis, who is connected 
with the league as an external collabo- 
rator, who was interviewed by Tut 
NATIONAL UNDERWRITER, just prior to his 
sailing for Europe. Mr. Feis will be 
in Europe about ten weeks preparing 
the general outline of his report to the 
conference on workmen’s compensation 


and group insurance in the United 
States. Mr. Feis is an American, a 
university professor and will be con- 
nected with Columbia University dur- 


ing the next college year. 


Is Important Organization 


The object of the International La- 
bor Conference is to secure international 
cooperation and standardization in mat 
ters affecting labor. It is one of the 
most important sections of the League 
of Nations. Four delegates attend from 
each member of the league, two repre 
senting the government, one represent- 
ing labor and one representing the em- 
ployer. These delegates vote as indi- 
viduals, the action of the delegation not 
hinding the nation represented at all, 
but if any measure is adopted by the 
conference by a two-thirds majority, 
the league members are bound by the 
treaty of Versailles to present the meas 
ure to its national legislature for its 
approval or rejection. The United 
States is not a member of the league, 
of course, and does not send representa 
tion officially to the International La- 
bor Conference. 

Will Present New Features 


Workmen's compensation 
course, an established institution 
in most European countries. Mr. Feis 
said that of particular interest to mem 
bers of the league will be the American 
system of experic nce rating of the larger 
compensation risks. Another novelty in 
the American report will be group life 
and disability insurance, which is al- 
most unknown outside of the United 
States. In 1923 the International La 
bor Conference devoted its sessions to 
factory inspection and it was the result 
of discussions of factory inspe ction that 
workmen’s compensation insurance be- 
came the topic for 1925. It is chosen 
as one of the social problems upon 
which there is some chance of obtaining 
agreement. The chairman of the In 
ternational Labor Conference is Albert 
Thomas, former French minister of 
munitions during the war. He is a man 
of powerful personality and of great 
influence in Europe. He is said more 
than any other man to have the confi 
dence of the different European gov- 
ernments and has proven very suc 
cessful as a mediator as bringing capital 
and labor and other warring elements 
together. He is said to be conservative 
as compared with most of those who 
are leaders in various labor movements 


insurance, 
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National Sets Convention Date 


The annual agency convention of 
National Life of Vermont will be held 
at Montreal on Sept. 5 for the eastern 
section and later in the month at Salt 
Lake City for the western section. Both 
the $100,000 and $200,000 clubs will 
meet, 
in the territory. Chicago and all terri-- 
tory east has been included in the east- 
ern section and will meet at Montreal. 
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FARM MORTGAGES ARE 
POPULAR INVESTMENTS 





See No Indication of Swing Away 
From This Remunerative 
Field of Investment 





HOLDINGS SHOW INCREASE 





Life Companies Placed 50 Percent More 
in 1923 Than in 1922 and Still 
Add to Volume 





The reported swing of life company 
from the 
field to city loans is vigorously denied 


investments farm mortgage 
some life insurance investment man 


in 


by 


agers western territory who claim 


that, far from swinging away from farm 
inortgages, the 
creasing their holdings in this class of 


companies are ever in- 


investment. The record of the compa- 
is cited as an indication 
of the true trend of life insurance in- 
vestment. The life insurance compa- 
nies included in the report of the Farm 
Mortgage Bankers Association of Amer- 
ica showed an increase of 50 percent 


nies during 1923 


in the holdings of the investments at 
the close of 1923, and the association 
reports that a similar increase is 


expected by the close of 1924. These com- 
panies own 90 percent of the total mort- 
gage holdings of the insurance com- 
panies in the United States, and the 
trend of their investments can be looked 
upon as indicative of the entire invest- 
ment field. 


Both Classes Show Increase 


Undoubtedly one reason for the be- 


het that life company investments ars 
swinging into the city loan class is to 
be tound in some of the recent trans- 


actions in which tremendous investments 
were involved. For instance, the North 
western Mutual recently consummated 
a $17,000,000 city loan on the new Pal 
mer House in Chicago. However, it is 
pointed out that this $17,000,000 loan 
not represent the disbursement of 
that amount of money now or during 
the balance of this year Phis will 
extended over a two-year peri small 
amounts being disbursed as required by 
the building plans. It is also an unusual 
in that lie companies would not 
ordinarily place $17,000,000 on one hotel 
but there is an unusual situation in Chi 
cago, where the congested loop district 
is looked upon as a safe investment for 
practically any amount rhe 
that made this loan is also a heavy in 
vestor in the farm mortgage field, and 
there is no indication that it is diverting 
any of its money from the farm mort 
gage investment department to the city 
department. Huge city loans are being 
made, but farm loans are also increasing 
in volume. The companies’ investment 
tunds are constantly growing. lrhose 
whose chief interest lies in the farm 
mortgage field do not believe that life 
msurance companies will ever divert 
their funds into the city loan division, 
to the exclusion of farm mortgages 
Chey do not believe that citv real estate 
values will ever become sufficiently sta- 
ble to permit of this invest 
ment field. The farm mortgage field 
proven a protitable department and 
even during the years of financial string- 
ency on the part of the farmers, the 
companies holding this class of invest- 
ment suffered little 

Much of the comment suggesting this 
trend of investment has arisen over the 
entry into the field of federal land banks 
and joint stock land banks. The 1923 
report, however, indicates that the com- 
petition from this source is not as keen 
aS was originally anticipated. The 12 
tederal land banks in 1922 loaned $224,- 
301,400 and in 1923 the figure dropped 


does 


be 
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loss. 





LIFE 
FIGHT TO GET CONTROL 


CLOVER STILL SEEKS PUBLIC 


Present Administration of the Chicago 
Company Is Resisting Efforts of 
the Former Manager 


The fight for the control of the Public 
Life of Chicago is being continued with 
bitter intensity. It hoped that the 
court will soon reach a decision in the 
suit brought by Alfred Clover, formerly 
chairman of the board and manager of 
the company, to compel a new election. 


Is 


“here is a possibility that, after four 
months consideration, the court may 
decide that it has no jurisdiction In 
such event the case will be taken to the 
proper court As a last resort, Mr 
Clover will seek to have a new election 
by a petition of 20 percent of th 
stockholders. 

Mr. Clover claims that the election 
held in February whereby he as _ the 
organizer and chiet mainstay of the 
company theretofore was deprived of 
office, was illegal in every way 

It is said that Maximillian St. George 


who is at present general manager and 
counsel does not have the support of 
the entire board but he is in power and 
has a hold on the organization Che 
present management has tried in every 
way to shake Mr. Clover’s intluence with 
the company, instituting altogether 19 
suits against him. Mr. Clover is start 
ing to regain control and is considered 


resourcetul in his attempts 

In the February election, ®red H 
Welsh, was elected president and Maxi 
millian St. George, general manager and 
general counsel Lewis Narawetz is 
chairman of the board 


to $192,083,015, a falling off business 
ot $3 his resulted in 
the increased liberality in the offerings 
of the farm loan land banks and has 
been taken by company investors as an 
indication that the public is not suffi 
ciently sold on the federal loan plan to 


in 


2 218,385 spite ot 


swing any considerable portion of its 
investment that way They say that 
even the farmer, who 1s usually easily 
sold on cooperative plans and govern 
ment deals, is showing hesitancy in 
accepting the offers of the government 
in the investment field, 


Competition Not Dangerous 


rhe joint stock land banks did not 
report a decrease in business during 
1923, but the increase reported was not 
aS great as the case of life insurance 


companies Furthermore, it was ré 








cently stated in the senate that th 
joint stock land banks are now decreas- 
ing in volume of business more fr 

than the federal land inks thems« S 
rhe joint holdings of federal land banks 
and joint stock land banks still ec sti 
tute a small proportion of the total fa 
mortgage investment At the close « 
1923, these two groups held but slightly 
over $1,000,000,000 farm mortgages. 
of a total of farm mortgage indebted 


ness or 
Company 
t 


hat the natio 


ipproximately 
investment mat 


nal campaign against the 


$10,500,000,000 


“er 
agers vcineve 


entry ot the government in business will 
have its effect on the future develop 
ment of federal land banks, in that it 
will be realized that the government is 
encroaching upon. private business 
They say that there is a real field for 
the government in operating federal 


land banks in homsteading districts and 
in sections of the country where pi 
neers are taking up new land 
which private business might not place 
its money, but bevond that, the govern 
ment is stepping beyond the scope of 
governmental business In the rich 
farming district of the Mississippi valley, 
they sav, the government has no legiti 
mate reason for entering the farm loan 
field, as there are sufficient private or- 
ganizations to handle the total volume 
and there no occasion for govern- 
mental aid. 
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CANADA’S LAPSES HIGH 


PAST TWO YEARS COMPARED 


Marked Increase in Volume of Business 
Written in 1923, as Compared 
With Previous Year 


OTTAWA, ONT., July 24.—In view 
of the greatly increased attention 
in recent vears by the life companies 
to the conservation of business and hold- 
ing down of lapses, there is considerable 


given 


interest in a comparison of results in 
Canada along that line in 1922 and 
1923. Lapses and surrendered policies 


continued high last year. Business ter- 





minated in 1923 compared with 1922 
follows: 
1922 1923 
Canadian Cos $192.076,513 $216,531,563 
Ul. S. Cos 121,928,551 113,808,314 
British Cos 15,351,619 16.071.925 
Totals $329.356,.683 $346,411,80 
Terminations by surrender and lapses 
only 
Canadian Cos $ 20.553 $181,277.17 
;. Cos 7 2 OR 96,331,496 
British Cos 92 14,241,910 
Totals $288,836,353 $291,950,579 


It should be noted, however, that the 


number of policies ceased by death 
1923 was 46,743 compared with 40,080 
im 1922. 


Shows Marked Increase 


1923 showed a marked in 
volume of business written 


Volume 


Che 


crease in the 


year 


as compared with the previous year. 
The net amount issued during the vear, 
exclusive of group, was $548,649,800, 
compared with $509,733,030 in the year 
1999 

The results last year compared with 
the ear 1922 may be summarized as 
follows 

19 1Y 

Net Pret ’ $ 106,886,179 $ 81 r 
New Busir s 

iNet) 7 030 {8.649.801 
Net Amount 

for 172.87 189 RTE 
Death ¢ 1ims 8 850.581 RR4 

Rig Volume Carried 

Of the $3,433,489,876 in force in Can 
ada, Canadian companies carry $2 
187,430,947 United States companies 
$1,.148,071,506 ind British compani 
$97,987,42 , 

During the vear there were no nev 
life surance < panies entered the 
field Iw traternals were licensed \l 
though the experience of the companies 
m the field shows that the business is 
not unprofitable, still the work of oper 
ating successfully a new compar is 
slov i 1 costly 


STATE MUTUAL AGENTS RALLY 


Annual Convention of Two Field Or- 
ganizations to Be at New Lon- 
don. June 30-July 2 


Mutual Life of Massachusetts will 
held at the Griswol 
Point, London, Conn., Tune 


4 it is m the f 


a 
yew 


whicl cHINS 
Avency { 
July 1, 
\ strong program has been arranged 
with the afte 


the two 


rnoons left 


tainment, so that bu 


will be well balanced 


ness session will be on July 1, whet 
Charles R. Gowen, vice-president of the 
Agency Club, will preside, and the ses 
sion on July 2 will be in charge « 

George H. Collett, vice-president of the 
General Avents’ Association and father 
of Glenn Collet of goli fame. The home 
office will be represented at the con 
vention by President B. H. Wright, 


Chandler Bullock and 
Charles D. Wheeler 


Counsel 
Director 


General 


Medical 


in | 








MUCH INTEREST NOW 
ATTACHED TO QUESTION 


Non-Medical Examination Insur- 
ance Is Live Issue Among 
Companies 


DIVERSITY OF OPINIONS 


Many Views Expressed on Both Orig- 
inal Cover and Additional Policy 
Plans 


At the present time, the chief interest 
which attaches to the discussion at the 
medical section of the American Life 


Convention of issuing lite imsurance 


without medical examination is the wide 


diversity of opinion expressed follow 


ing the publication of the proceedings 
of the Atlantic Citv mecting Phere 1s 
hardly anv angle of the lite imsurance 
business which is untouched by the 
| proposal—executive officers, medical di 
rectors, actuaries, agency superintend 
ents, the field force and even the public 
are all concerned, and all are airing 
their views 


Comment on Savings 


Whether the annual reduction m 
initial cost of new business will be 
reduced $7,000,000, $15,000,000 or $18, 
000.000, as variously guessed by those 


attending the medical section mecting, 





there will be a reduction if the practice 
ever becomes general and one im 
mediate result may be of advantage to 
those who produce the new business, 
is it may mean increase in commis 
. . n policies written at a small 
premiun 
Trouble on Term Husiness 
Prior t 1915. or 1916, many of the 
n t competent examining physicians 
ere willing t make an examination tor 
s About this time local and state 
edical issociations begat to adopt 
resolutions binding thei members to 
charge the companies not less than $5 
examination Chis meant that 
the $1.000 term or whole lite slicv, with 
its small premium, cost the compamies 
ist as) so mucl is a 2s" 500 of £3,000 
< a 1} the time the nedical and 
ect tee were paid, the first 
car s reserve was set Ul ind the agent's 
‘ mission was paid, the company had 
gon ell to its surplus, as the first 
premium was ficient to cover all 
these items \s a measure ot pro 
tect any f the companies stopped 
\ t » small tern policies ind ma 
ter lv reduced the gent s con ssions 
on lite r? when the ame was 
ler $3,000 or $2,500 
the examination is abolished on 
policies « $2,500 or $2,000, the com 
panies will be abl to restore the old 
commission scale without hardship on 
themselves 
Examination a “Bugaboo” 
he suggestion issuing policies 
without medical examination 1s inter 
esting from a psychological standpoint 
Ver ew agents realize that the medical 
examination is a bugaboo in the minds 
‘ numerous persons who carry no in 
surance An undefined, and an un 
founded fear of this examination makes 
it difficult to close such persons The 
chief medical director ot large New 
York company recently published an ar 
ticle in which he recited some inter 
esting experiences he had had as an 
examiner with persons who had an in- 


herent dread of undergoing examination, 
lf an agent can offer a small policy 
without examination, it will help him 
materially in these cases. 
There is little or no data available 
(CONTINUTCED ON PAGE 28) 
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| [OBSERVATIONS FROM AN INSURANCE 
| SUPERINTENDENT ON LEAVING OFFICE 


By FRANCIS 


ROM an insurance department, one 
has a bird’s eye view of the insur- 
ance business that cannot be ob- 
tained in any other way. A company 
officer believes he knows his own com- 
pany and thinks he knows something 
of his competitors. In the insurance 
department we are sometimes able to 
show a company officer a few things 
about his own company that he did not 
know before and we are generally as 
well informed as to his competitors. 
There may be many matters hidden 
from the department, but sooner or 
later the facts come to light. Those in 
the insurance department are brought 
into contact with the best minds in the 
business. I shall always value the ex- 
perience which I have gained from such 
contacts. When I became superintend- 
ent of insurance, I was at once precip- 
itated into the Lockwood committee in- 
vestigation. Indiscriminate charges 
were being made against insurance com- 
panies generally. The situation fur- 
nished a wonderful opportunity of 
studying business psychology. 
Fire Companies Failed 
to Give Due Publicity 
When 
porter ot 
said that 


the hearings first began, a re- 
a daily paper came to me and 
the daily papers were getting 
from the committee material attacking 
the companies, but they knew that there 
must be answers to the attacks and I 
was asked if I could refer the reporter 


to someone who could give the com- 
panies’ side. I sent him to the head 
ot an organization supported by the 
companies. A few days later the re- 


porter told me that he had called several 


times but had been unable to see the 
gentleman named by me. Finally, be- 
cause of the reporter’s insistance, he 


was taken to a subordinate who stated, 
according to the reporter, that the com- 
panies had nothing to say. Would that 


an Axman or a Crawford, a Leonard or 
a Holden, an Allison or a Watson, or a 
Mack or some of the other insurance 


news experts had been permitted to sit 
in with the reporters of the daily papers 
and to give to the latter the facts 
known to every insurance man! The 
imsurance papers rallied bravely to the 
defense of the business, but the public 
never got the real truth from the stand- 
point of the insurance business. The 
companies finally got their publicity 
working, but it was too late. While it 
is a part of my duties as superintendent 
of insurance to criticize a company that 
does wrong, I have also regarded it as 
my duty to defend the companies when 
unjustly attacked. Business methods 
may be subject to improvement, but 
there is nothing inherently wrong with 
the insurance business. It is as clean 
as any business in the world and cleaner 
than most. 


Insurance Press Commended 
For Its Attitude 


I wish at this point to compliment the 
insurance press When one realizes 
that their circulation is almost entirely 
among persons in the insurance busi- 
ness, one cannot help but admire the in- 
dependence which most of them exhibit. 
I have found nearly all of them to be 
absolutely impartial even though the in- 


terests of their readers might be af- 
fected. When the insurance business 
has been unjustly attacked, they have 


valiantly rallied to its defense and have 
done much to keen up business morale 
at such times. The insurance papers 
have been 


_ very fortunate in attracting 
persons of the greatest ability to their 
services After my intimate contact 


with them of many years’ duration, Tam 
pleased to take this opportunity of ex- 
pressing my regard and respect for 
them and their publications. 


An insurance superintendent has 
many queer experiences. When a com- 
pany has been summoned to appear 





R. “STODDARD 


before me, I could usually judge the com- 
pany’s attitude from the type of per- 
son employed to represent it. When 
the company is represented by a per- 
son of ability who presents facts and ar- 
guments clearly, I am naturally inter- 
ested and take pleasure in listening to 
the matter when presented before me. 
But certain persons seem to labor under 
the impression that someone ignorant 
of insurance but influential in politics 
may best represent them. I always feel 
that anyone who thinks he needs polit- 
ical influence must have a weak cause 
and it is not complimentary to the de- 
partment to assume that some politician 
may influence my judgment by his pres- 
ence. It is a pleasure to listen to the 
arguments of an experienced insurance 
attorney when an interesting question is 
under consideration. 
Opposition to Supervision 

Has Brought Drastic Laws 

Most officers of insurance companies 
try to cooperate with the department, 
but some are yet old-fashioned enough 
to resent any form of supervision. Many 
of the drastic laws have been caused by 
unreasonable attitudes assumed by some 
company representative or organization. 
\ good friend who heads a rating or- 
ganization recently read a paper in 
which he complained of too much super- 
vision and not enough vision. He is 
a most capable executive but his his- 
toric and consistent ag se to rea- 
sonable supervision has largely been 


ance in New York on July 1. 


the business. 


partment. 





the cause of the adoption in the state of 
New York of one of the strongest rating 
laws in the United States. 

The establishment of insurance de- 
partments was due to a desire on the 
part of the public that companies should 
be supervised and company officers are 
only courting more drastic laws if they 
resent and oppose reasonable supervis- 
ion. For instance, I have been told 
that a certain minority of officials of 
fire companies resent any suggestions 
made by the National Convention of 
Insurance Commissioners to the Na- 
tional Board, because the suggestions 
are “none of the business of the com- 
missioners.” When companv officers 
take such an attitude, further extension 
of supervisory powers is almost certain 
to follow. 


Companies Could Afford to 
Adopt Friendly Attitude 


In mentioning “vision” and “super- 
vision” I do not mean to imply that all 
supervision as at present exercised is 
perfect. Some department men are sure 
to become bureaucratic and their vision 
seems to lessen as they grow older. 
What I do mean to say is that depart- 
ment men are human and are trying to 
do their best. An officer of a large in- 
surance company told me the following 
story: A certain western commissioner 
of radical tendencies issued an order 
that was obviously erroneous upon its 
face. My friend called on the commis- 
sioner and the order as applying to his 
company was withdrawn at once. A 
group of companies went to court and 
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won what they considered a great legal 
victory over the commissioner. My 
friend said that had the attorney for 
the group talked in a friendly way with 
the commissioner, the order would have 
been withdrawn without a lawsuit. The 
only effect of the so-called great legal 


| victory by the companies was to embit- 





Francis R. Stoddard retires from the office of superintendent of insur- | 
He has been with the department for nine 
years, being deputy in charge of the New York office up to his appoint- 
ment as superintendent two years ago. 
and as superintendent in the past two years, Mr. Stoddard has earned a 
reputation as one of the foremost insurance officials in the country. 
pronouncements during his term of office have been listened to with interest 
by all in the business and he has contributed much to the upbuilding of 
In this address before the annual convention of the New Eng- 
land Associations of Insurance Agents at Jefferson, N. H., this week, he 
presented some observations from his nine years’ experience in the depart- 
ment, giving it as his last public address as an official of the insurance de- 
Of particular interest is his emphatic suggestion that the fire 
companies adopt a broader attitude towards publicity and possibly learn 
a lesson on this subject from the life companies. 





ter that commissioner and to affect sim- 
ilarly some other commissioners. 


Must Fight Unscrupulous 
but Cooperate With Others 


The fact that a company wins in a 
legal proceeding against a commissioner 
does not always mean that right was on 
the side of the company. The commis- 
sioner will usually feel that the com- 
pany was properly subject to criticism 
but won only because the department 
did not have enough power under the 
law. This next step will be an effort 
to have the law changed so as to in- 
crease the powers of the commissioner. 
Thus an apparent victory by companies 
over a commissioner in court may leave 
them in the end in a less advantageous 
position. I do not refer to cases where 
a commissioner forgets his oath of office 
and annoys the companies for political 
advantage. Any unscrupulous person, 
whether a commissioner or anyone else, 
must be fought to the limit. I-refer to 
the honest. commissioner who seems 
radical because he does not know the 
facts and yet wishes to do justice as he 
sees it. I have met many commission- 
ers and they all have impressed me as 
men who can see the other side of any 
question, if it is presented to them ade- 
quately by the representatives of the 
companies. 

I hayg often wondered why the com- 
panies do not use more the services of 
the Insurance Commissioners Conven- 
tion. Laws, as well as regulations and 
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Both during his service as deputy 


His 





reports should be as uniform as is pos- 
sible in all states and yet they differ 
very much in the different states. When 
the committee from the National Board 
at the St. Paul meeting urged unifor- 
mity of laws to fire companies, I saw 
this subject pushed for the first time 
by the companies. I believe that com- 
panies should more frequently seek the 
assistance of their commissioner. For 
instance, if some other state makes 
regulations that injure New York com- 
panies, the New York companies should 
call on their superintendent of insur- 
ance to assist them in obtaining relief. 
Any commissioner is most anxious to 
assist the companies of his state and he 
expects that they will call upon him if 
his assistance is needed. 


Quick Action Is Often 
Required by Department 


Sometimes an insurance superintend- 
ent is obliged to undertake large re- 
sponsibilities very quickly. When the 
City Equitable in England failed be- 
cause of being looted by a trusted em- 
ploye, I at once had papers prepared to 
take over the United States branch for 
liquidation. My papers were prepared 
late in the afternoon; the order to show 
cause was signed by a judge early the 
next morning, and the return of the or- 
der was set for 12 o'clock. The areu- 
ment was made at that time and shortlv 
after 1 o'clock I was in possession of 
the United States branch as liquidator 
and about 2 o'clock persons represent- 
ine Canadian creditors were trying to 
attach the funds which, however, I was 





already holding for the benefit of Amer- 
ican policyholders and creditors. 


Commends Agency Organizations 
For Their Personnel 


When I first entered the department 
I was brought into contact with some 
of the leading agents of the state. I 
have attended many agents’ conven- 
tions and I have been impressed with 
the unselfish point of view of the agents 
of the country. I am convinced that 
they would adopt a proper course, even 
though it meant that they might be in- 
jured financially by its adoption. I 
am not very well acquainted with state 
organizations outside of New York, but 
I can state from my experience that the 
National Association of Insurance 
Agents has been most fortunate in its 
choice of national officers and the New 
York association has been equally for- 
tunate. I shall be proud to continue to 
count among my best friends the leaders 
of these two organizations with whom 
I have been brought in contact. 


Sees Insurance Business 
As Remarkably Clean 


I have said that the 
ness is inherently clean. 
really remarkable that the standard is 
maintained as high as it is when one 
realizes that in competition there is a 
constant temptation to get some advant- 
age by the granting of a rebate or by 
discriminating; or by violating some in- 
ter-company agreement. When the Cas- 
ualty Acquisition Cost Rules were first 
promulgated thev were greeted almost 
with derision and it was commonly said 
that the rules were a mere gesture and 
that it would be impossible for them to 
be actually put into operation. It is a 
remarkable tribute to the high calibre 
of the men who are managing casualty 
companies and their agents that these¢ 
rules are approximately 95 percent ef- 
fective throughout the United States 
and the percentage is increasing. 


insurance busi- 
I think it is 


Suggests Lesson Be Taken 
From Life Companies 


In the field of life companies the busi- 
ness has become more or less standard- 
ized and there is the greatest coopera- 
tion between companies. I was much 
impressed that the life insurance com- 
panies legally operating in New York 
were among the first to urge the liberal- 
ization of laws so that preliminary term 
companies might be admitted to do 
business within this state. I recently 
attended a gathering of representatives 
of life insurance companies at which 
salesmanship methods were being dis- 
cussed. Agency chiefs of various com- 
panies were exchanging experiences. 
To me it was remarkable. Many years 
ago these companies were trying to vie 
with each other by high pressure 
methods and at the meeting which T at- 
tended, the representatives of these 
companies were exchanging business 
secrets in an effort to work out better 
salesmanship for the business as a 
whole. T am sorry that the fire com- 
nanies have not been able to agree as 
have the companies in the other lines 
Nevertheless, I am confident that the 
prominent men in the fire business will 
work out a solution which will be ap- 
proved bv the insurance commissioners 
and which will be for the advantage of 
the insuring public as well as of the 
companies. 


U. S. F. & G. Takes Group Insurance 


The United States Fidelity & Guar- 
antv has just taken out group insurance 
with the Aetna Life on everv employe 
of the company whose annual salary is 
$1,000 or more and who has heen with 
the companv for two vears. Under the 
plan adopted by the U. S. F. & G. em- 
nloves nav 50 cents a month for each 
$1,000 of insurance carried and the com- 
pany pays the balance. 

It is planned eventually to carry in- 
surance for every worker, according to 
W. W. Symington. vice-nresident and 
secretary of the organization, who is it 
charge of the plan 
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POLICY FEE DISCUSSED 


FEATURE OF TIME’S MEETING 


Accident and Health Problems Re- 
viewed at Live Session of Milwau- 
kee Company’s Agents 


\n interesting discussion on the de- 
rability of collecting the policy fee on 
ynthly payment accident and health 
business was one of the features of the 
agency convention of the Times Insur- 
ce Company, held at Milwaukee last 
week. The Time has recently elimin- 
ited the policy fee on certain forms of 
ntracts and invited an expression from 


the agents attending the meeting as to 


ether or not they favored the change. 
e general expression of opinion was 
ecidedly favorable to the removal. This 
s especially true in the case of agents 
» conduct a general insurance busi- 
ss and handle the insurance of their 
ents in other lines besides accident 
{ health. They pointed out that there 
is no such charge made in any other 
iss of insurance and that the insured 


was likely to feel, when asked to pay a 


licy tee, that he was paying out 
nev for which he was getting noth- 
in return. It is hard for him to see 
y this insurance should cost him $3 
e the first month or the first year 


im it does tor a renewal of the same 


Arguments for Policy Fee 
he two arguments offered ior the re- 
tion ot the policy tee were that it 


s almost essential to have it in start- 
¢ out a new man in the business, as 
ng the time that he was getting 


started it was difficult for him to make 


sufficient income so that the business 
ould seem at all attractive to him, un- 
ss he was permitted to collect the pol- 
fee. The other was that its removal 
yuld put a handicap on the man who 
writing business in large industrial 


ants and is in the habit of compensat- 


ing “pluggers” inside the plant who 


a, 


nish him with the names of likely 


£1 or some such sum, when a sale is 


ide to a prospect suggested by them. 
answer to this contention, it was sug- 
sted that the agent should consider 
it he is writing the prospect for a 
ir or more and not merely for a 
mth or a few months, and that his 


commissions for a year would make 


t well worth while for him to pay the 


“pluggers” from his own pocket, if he 
desires to avail himself of such assist- 


Build Up Renewal Commissions 


The burden of the argument in favor 


the removal of the policy fee was 


that it enabled the agent to write more 


‘licies and build up a bigger volume 
t business tor his agency so that the 


gain in renewal commissions would 


yore than compensate for the loss ex- 
erienced through losing this fee on 


new business. John A. Keelan, agency 


anager, pointed out that it was the 
rdinal purpose of accident and health 
surance to cover as many people as 


possible an dthat it was his company’s 


sire to place as good a policy as pos- 
7 


sible within the reach of as many peo- 


le as possible. It was with this idea 
mind that the change had been 


‘ 
nade. 
1 


The effect on conservation of busi- 


"ss was also stressed during the dis- 
ission. It was felt that with no pol- 
tee to consider, there would be less 


temptation for an agent to write a pol- 


holder that he knew could not be 
t on the books, merelv for the sake 
the fee. Thus it was argued, the 
inge w< uld induce the w ritting of a 
tter class of risks and cause the agent 


levote more attention to his renewals. 


much as his income depended on 
as much or more that ayess 
ness tten 
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A Tribute to Confidence 


The spirit of Christmas and of Thanksgiving should 
be in our hearts and lives the year round. Likewise service 
to policyholders should be continuous. 


June, Policyholders’ Month with The Lincoln National 
Life, is our occasion for tribute to the thrift and generous 
devotion which prompted our policyholders to insure their 
lives. 


We make it the time for a special visit from our agents 
to their policyholders. Literature announcing the occasion 
and calling attention to the service ambitions of our field 
men precede the “Howdy Friend” call. 


But The Lincoln National Life expects every month 
in the year to find its agents giving their policyholders all 
the service they have paid for in their policies and then 
a bit more. 


Lincoln National Life officers being practical field men 
themselves know that the best way to impress agents with 
their service obligation is to demonstrate its value by Home 
Office example. Accordingly they miss no opportunity to 
co-operate in the most effective way with their agents. 


The all-the-year-round service ambition of The Lincoln 
National Life makes it pay to 


(“ 


INK UP \()witu tHe () LINCOLN 


The 


Lincoln National Life 
Insurance Company 


*‘Its Name Indicates Its Character’ 
Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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DELIVERY OF POLICY 





COMPANY IS HELD LIABLE 


Question Involved Was Whether Mail- | 


ing of the Document Could Be 
Held as Binding 


In Coci vs. New York Life, 99 So. | made of the policy. 


871, decided by the supreme court of 
Louisiana, the question of whether or 
not the mailing of a policy completed 
delivery was, among other things, up 
for decision. The facts of the case, in 
so far as material to this review, were 
as follows: 

The insured made application through 
an agent of the company at New Or- 
leans. The application was accepted, 
and the policy mailed from the home 
office in New York Dec. 11, addressed 
to a branch office in New Orleans. It 
reached the branch office on Dec. 14, 
and was delivered by the agent to a rep- 
resentative of the insured Dec. 16. 


Company Denied Liability 


Now, on Dec. 11, the day the policy 
was mailed by Ae padre at its home 
office, the insured was in good health. 
However, a few days after this he be- 
came sick and on Dec. 16, when physi- 
cal delivery of the policy was made, was 
dangerously ill with double lobar pneu- 
monia from which he died on Dec. 18. 
The company thereupon denied liabil- 
ity on the grounds that there had not 
been a delivery of the policy while the 
insured was in good health. This con- 
tention was based on a stipulation in the 
application that provided as follows: 

“I agree as follows: That the insur- 
ance hereby applied for shall not take 
effect unless * * * the policy is delivered 
to and received by me during my life- 
time and good health. * * *” 

The plaintiff, on the other hand, con- 





| the application nor the policy 





tended that there had been a delivery of 


THRs. N AT 1ONAL 
the policy, on Dec. 11, when it was 
mailed at the home office. And since 


at that time the insured was in good 
health the company should be held lia- 
ble. In agreeing with this contention 
the court, among other things, said: 


What the Court Said 

“It is to be observed that the agree- 
ment of the insured contained in the 
application is silent as to how, when, 
and in what manner delivery was to be 
There is nothing in 
to indi- 
cate that the phrase ‘delivered to and 
received by me during my lifetime and | 
good health’ meant or was intended to 
mean an actual physical and personal 
delivery. * * * The most reasonable in- 
terpretation of which the agreement is 
susceptible is that the insured warranted 
his good health at the time the contract 


was to become consummated and bind- | 


ing on both parties, and that must be re- 
garded as having taken place when the 
policy was issued and mailed without 
condition, or restriction. * * * 

“Construing the application and the 
policy together, our conclusion is that 
ieee of the policy was made when it 
was mailed at the home office of the 
company, and, the insured being in good 
health at that time, and the premiures 
having been paid, the policy became 
effective and was in force at the time 
of the death of the insured.” 


Illinois Life’s Meeting 


The Illinois Life is now making prep- 
arations for the annual meeting of its 
$100,000 Club to be held at the home 
office in Chicago Aug. 28-30. Those who 
qualify with not less than $200,000 paid 
for insurance can bring their wives as 
guests of the company. The first 
sion will be held at 2 p. m. Aug. 28, in 
the auditorium of the home office build- 
ing. On the evening of the second day 
will be held the banquet at the Hotel 
La Salle, Chicago. 


ses- 
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CONN GOES ON BENCH 


TAKES SUPREME COURT POST 


Ohio Superintendent’s Change Comes as 
Surprise—Judge Savage in Charge 
of Department 


COLUMBUS, O., June 24.—Harry L. 
Conn of Van Wert, O., Ohio superin- 
tendent of insurance, has been appointed 
by Governor Donahey to fill the va- 
cancy on the state supreme court caused 
by the death a few days ago of Judge 
R. M. Wanamaker of Akron, who was 
est in a fall from a window in a hos- 





pital where he was confined as a patient. 

Mr. Conn’s appointment was quite a 

surprise, his name not having been in- 

| cluded among those of the persons who 

were said to be under consideration for 

the place. He will serve until Nov. 4. 
Savage Now in Charge 


For the time being the affairs of the 
insurance department will be under the 
direction of the deputy superintendent, 


Judge E. L. Savage of Paulding 


county. In making the appointment 
Governor Donahey highly praised Mr. 
Conn. Judge Savage also is recognized 


matters and 
men. 


as an authority in insurance 
is popular among insurance 
| 


Mr. Conn’s Career 


Mr. Conn entered the practice of law 
in 1900 and in 1903 was elected prose- 
cuting attorney of Van Wert county. 
Under Governor Cox he was a member 
of a commission to investigate the de- 
lay in administering the law and helped 
to frame suggestions for changes in 
court procedure. He has been a direc- 
tor and general counsel of the Central 
Manufacturers Mutual of Van Wert and 
a director of the Ohio Underwriters’ 
Mutual. He was defeated for judge of 
the court of appeals in the third district 








in 1920. He has written many works on 
insurance. 
New Incumbent Well Qualified 


Judge Savage is a former prosecutor 
and common pleas judge of Paulding 
county. He is a graduate of Wooster 
and the Harvard law school. He is 
eng of the Southern Lumber Com- 
pany, Paulding; treasurer of the Mau- 
mee Valley Land Company, Ft. Wayne, 
and treasurer of the Columbus Tire & 
Rubber Company, Columbus. He is 
popular among attorneys and insurance 
men and a highly successful administra- 
tion of the department is confidently 
predicted by all who know him. 


Phoenix Mutual’s May Record 


May was a remarkably productive 
month in business for the Phoenix Mu- 
tual Life. -It registered a gain of 43 
percent over May, 1923, in number of 
applications and 12 percent in amount 
of insurance. Applications were 2,291 
and represented $8,020,809 of insurance. 
In the order named Boston, New York, 
Detroit, Philadelphia and Los Angeles 
were the leading agencies, including sur- 
plus lines in paid premiums. For the 
first five months the leading agencies 
were New York, Interstate, Los Ange- 
les, Chicago and Boston. 

Among managers premium leaders 
for the five months were W. W. Wil- 
liamson of Chicago, L. M. B. Morrissey 
of Davenport, Ia., W.D. Bowles of Des 
Moines, T. L. Landress oi Chattanooga, 
and G. C. Summy of Oklahoma. Lead- 
ing field men for the five months were 
L. S. Welch of New Haven, W. B. 
Stirdivant of Los Angeles, A. E. Leach 
of Providence, G. M. Kimberly of Wash- 
ington and O. Ed Carey of Philadelphia. 


Knight Joins Lincoln Liberty 


E. M. Knight, formerly of the Knight 
& Shipley agency of Lincoln, Neb., |! 
been made field manager for the 
coln Liberty Life of Lincoln, Neb. 




















PEOPLE’S LIFE BUILDING 


Strong Points for Agents 


ment Plans. 


The Peoples Life Insurance Company receives many inquiries 
from agents regarding its Infantile and Children’s Policies, which 
are issued at birth on the Whole Life, Limited Pay and Endow- 
We are glad to answer these inquiries. 


The agent, whose stock in trade includes these forms, is in an unique 
position to render a genuine service, and establish friendships. 


There is a supreme Satisfaction in the sale of these policies, because 
of the benefit conferred upon a future generation. 


‘‘Life is worth living if the future is provided for’’ 
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Chicago, Illinois 
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Kansas City Life Issues 
Complete New Text Book 


HE Kansas City Life has been ren- 
dering a service for the past few years 
that has developed in a very interesting 
Starting with the personal work 








LIFE 


Offer of Stock Requires 
Earnings for Insurance 
N incident in support of the “trust 
estate” idea is developing in Kan- 
sas City, that seems almost “made to 
order” to encourage business men in 






























































way. 
. two-day schools by Walter Cluff, su- | their charitable and protective impulses. 
pervisor of the department of instruc- | A manufacturing company is offering to 
tion, this service has now available a/| the public about $100,000 of its treasury 
complete book, which is to be the basis | preferred stock, only to men with a sur- 
for an intensive program of evolution | plus for investment, and only with the 
into the filling of life insurance needs | suggestion that the dividends be used for 
of the company’s customers. |} one of two purposes: either for build- 
This book was written by Walter] ing life insurance estate or ior some 
Cluff, and represents, in compact form, | charitable object. 
the ideas, ideals and guidance which he Walter L. Wilson, vice-president and 
has been providing, through many ave-| treasurer of the Baker-Lockwood Manu- 
nues, to the agency force during the | facturing Company, conceived the idea 
past two years. The work is alive with | of putting out a stock offer under these 
inspiration to the high minded life insur- | circumstances. Mr. Wilson conceived 
ance salesman—and packed full of con-| the idea that investors could be found 
crete helps for becoming a real life| with surplus cash or securities, who 
man, and successful producer. But in-| would welcome the suggestion to de- 
stead of “making life insurance sales- | vote the earnings to specific purposes. 
manship easy”, the book makes it hard! | In the letters offering the stock, there- 
Strong Educational Program lore, while its substantial profits are 
being pointed out, the chief emphasis 1s 
Che publication of this book is, in a] placed on the suggestions for the use of 
sense, the proof that the company’s] the dividends. And the stock is being 
educational work through this depart-| offered only to men who are likely to 
ment in the past few years has actually | want to devote the stock earnings to 
helped agents to grow in ability, per-| such purposes. 
sonality, power and production. It rep- | The disinterestedness of the sugges- 
resents the sort of guidance that has/ tions appears in the fact that the com- 
helped men to give better service to] pany is urging the use of the dividends 
their prospects, and produce a better | for the benefit of other people, and not 
class of business for the company. |of itself, or any project in which it is 
Walter Cluff, who had been a steady | interested. 
producer for the Kansas City Life since| In other words, the company is trying 
1912, was given charge of the newly} to get its stock into the hands of men 
instituted department of instruction, in| who want to help others with their 
March, 1922. His job was to help the | money. 
salesmen to get the vision of life insur- | —— = 
ance service, and to help them to de- 
velop ability to actually render that | lessons to the entire agency personnel, 
service. The department had as its| embodying the same sort of instruction 
chief scheduled task, the conducting of | and inspirational material towards ideals 
short courses in the agencies. Mr. Cluff| of service, that had been conveyed in 
the two years, has covered the entire| the schools. Three of these lessons 
field twice, holding a school, of two or| were issued in pamphlets, the fourth 
three days, at each agency on each visit. | lesson being included in the company’s 
These were intensive courses, with the | monthly bulletin. 
men hard at work for two or three Now the text book has been given 
hours at each session. At the same/] out. The schools are being continued, 
time, the department was issuing weekly | the text book being used in them. 
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DO You EVER STupY YOURSELF OR YouR PRofFEssion f 


—Courtesy American Life of Detroit 


INSURANCE 


EDITION 








Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


Our policy contracts are second to 
none. 


If interested in some good Missouri 
territory, write us. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Insurance in force after twenty months 
over two million. 


305 Reliance Building 


Kansas City, Missouri 

















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 








ROBERT F. COMER, General Agent, Southern Peninsula, Michigan 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 
Life Policies that Sell 


For Agency at 
FLINT, JACKSON, PONTIAC, PT. HURON, MICHIGAN 


Address 
Robert F. Comer, 802 Hammond Bldg., Detroit 














The 
Security Mutual Life Insurance Company 
of 


Lincoln, Nebraska 


For information regarding a General Agency in 
IOWA SOUTH DAKOTA WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 














8 THE NATIONAL UNDERWRITER 











TEXAS 
| | AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 

Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


| Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 Ist, 1923, 





























H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Organization 


Methods 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 





‘contrary it was only 























COMMENT AS TO VALUE 
OF CONTRIBUTORY PLAN 


Group Insurance Underwriters 


Differ in Opinion as to Its 
Merit 
SOME TELL OF BENEFITS 
Others Believe Continuance Will Neces- 
sitate Commission Increase or Per- 


manent Renewals 


NEW YORK, June 24.—A man in 
one of the eastern hte insurance com- 
panies, who has been making a thor- 


ough study of group insurance, expres- 
the that the 


continued extension of the contributory 


sed opinion recently 


plan of group insurance would eventu- 


ally necessitate an increase in commis- 


sions or at least a change from tem- 
porary to permanent renewals on group 
insurance. The that 
the troubles that is found with the con- 
tributory plan is that as the employe 
must pay a large part of the premium, 
the imsurance is elective with him, and 
he must be constantly resold on the 
idea of maintaining his protection, or 
the percentage of the group insured will 
drop down below the required 75 


¥ pecr- 
cent. 


reason is one of 


Must Resell Policyholders 


When this happens there is work to 
be done. The agent who is handling 
the case must get back on the job and 
do a lot of sales work in bringing the 
percentage back up to its proper stand- 


ard. With only a small original com- 
mission and a 2 percent renewal for 
five years there is very little in it for 


the agent in working to keep up the 
percentage of employes covered to 75 
percent. After the renewals stop there 
is no incentive. Therefore, the agents 
are going to lose interest and the work 
will have to be done by home office 
group insurance representatives The 
only alternative is an increase or exten- 
sion of commissions. 


Not All Agree 


This viewpoint was expressed to an 
important underwriter in the group de- 


partment of the Metropolitan Life, 
which company is one of the strongest 
advocates of the contributory plan. He 
said that he did not agree with the 
above statement. He said that on the 


through the con- 
tributory plan that the Metropolitan 
had been able to interest its agents in 


the sale of group insurance. He said 
that a multiple line casualty company 
not selling industrial insurance or an 


ordinary life insurance company not 

selling industrial might be in a different 

position than the Metropolitan but from 

its standpoint the contributory plan had 

enabled it to interest agents when it 

could not have done so otherwise. 
Offers Prospect List 


He said: “Suppose a risk drops be- 
low the 75 percent. Our manager can 
go out and obtain a list of perhaps 50 
names of lapsed and new employes. He 
can either obtain the permission of the 
owner to solicit these men in the plant 


or he can say, ‘I will not even take 
the time from the work of these men 
but will go right to their homes it you 
will give me their addresses.’ In this 
way the 50 names that he has obtained 
are door-openers to 50 new homes 
[The Metropolitan agent can say that 


he has been sent by the prospect’s em- 
ployer. He can interest him in group 
insurance and then he prospect 
for industrial insurance 


has a 
He can 


? 
s¢cil 








him insurance on himself and on al] 


his children 





“The company not selling a 
imsurance might not have thi . 
tage because man\ ol those cer 
group insurance are ot prospects r 
ordinary policies. Some ot them are 
of course. 

Arouse Agents’ Interest 

‘Another reaso1 the contril 
plan has helped the Metropolita ) 
gain the interest of the agent is tha 
had necessitated the issistance M 
agents who have not written any group 
feel that it is a complhecated proposit 
and they do not care to go into it. He 
ever, if a group represcntalive 1s 1 
town to help close a big risk he 
call on the manager to come out to the 
plant and bring a half dozen of his best 
men with him. He will then address the 
assembled employes, explaining the 
group plan to them At once it will 
become so simple to the experienced 
surance man that he is very eager to 
go out and help explain it to the indi- 


vidual emploves as 1s expected ot 


and he obtams contacts which are very 
valuable to him I-ven after his re- 
newal commissions have ceased he has 


the valuable contact with the employes. 


Deoor-Opener to Employer 





“Not only does he thus 1 the at- 
tention of the employes but 

door-opener to the employer. For in- 
stance, the home office group represent- 
ative may have been working on a risk. 
He will say to the local manager: ‘You 


he has a 


have not been taking advantage of our 
group proposition at such and such a 
plant Why don’t you go out there 
once in a while and see if you cannot 
give a little group service to the em- 
plover? This would give vou an ex- 
cellent opening to write ordinary hie 


insurance Here is a man whom you 
might not be able to see on personal in- 
surance if you went out to sell him, If 
you send in your card and tell him you 
want to explain a life insurance propo- 
sition for him you might not 
attention 

“ “Suppose you go to him to talk about 
group insurance, or industrial relations: 
He is going to see vou You will 
him if he has been getting good service 
from the company, it everything is 


O. K. Perhaps he will say, “No, I sent 
] 


gain his 


ask 


in some new names 14 days ago and 


have not heard from your company on 
them.” “Give me the names,” the agent 
would say. “I will send them in to the 
company and get action for you.” He 
can come back again then in a few 
days and find out whether the matter 
has been straightened out satisfactorily 
In all probability he will find that the 


home office has taken care of the mat- 
¢ 


him his entre 


ter but this will give 

to the employer. He can then approach 
him on a big ordinary life insurance 
policy for himself \iter he has sold 
the head of the concern he has an ogen- 
ing to all of the other officers.’ ” 


Help in Writing Business 


Advocates of the contributory plan 


feel that it is a great help in writing 
group insurance Phev say that a great 
many employers object to it on the 
ground that their emploves do not like 
paternalistic moves They say that the 


contributory plan appeals much more 
strongly to 


“We are not 


emploves 


this type to whom they s: 


asking to give vour 


vou 


insurance but you are in the 


peculiar position of being able to offer 
them an opportunity to buy lite ims) 

ance on the cooperative plan. By buy- 
ng it together, through you they are 
able to get it at a much lower price u 


certainly are not unwilling to let I 
do this. While the law requires that 
you pay 25 percent the premium the 
are certainly paying most of this the 
selves and will not feel that vou 
handing anything to then Phe 
merely see that vou are doing your 
in helping thet to this opport 
Furthermore, as all dividends on this 
(CONTINUED ON PAGE 4) 





RE 


Of 
\\ 
é 
MJ 
no 
h 
is 
< 4 
H 
prov 
le 
' 
at 
" 
“ i 
4 
4 
cos 
< pl 
VI. 
id 
some 
Tribu 
rie s 
1 
. 
rou 
x 1 
te 
re 
< is 
} 
eT 
1 
cde 
la 
tr 
ir 
+ 29 
T r 
empl 
1 
S 1] 
i 
1 
ste; 
ry] 
S e 


1924 


26, 1924 


CONTRIBUTORY PLAN 
ON GROUP POLICIES | 


Vice-President eis of the Travel- 
ers Comments on This 
Insurance Form 


RECOGNITION OF SERVICE 


Official Believes That the 
Should Pay the Entire Premium 
for the Protection 


Employer 


HARTFORD, CONN., June 24.—B 


\. Paige, vice pre sident of the ravelers, 
has supervision over the group de- 
tment, is not an advocate of the con- 
sutory plan of group life insurance. 
While the Travelers will write group 
fe on that basis it is writing nine cases 


} 
+ 


it of ten with the employer paying the 


entire premiums. 
Mr. Page says that management has 
problem of pleasing capital on the 
» hand and labor on the other. Labor 
lways crying for shorter hours and 
re pav. Capital is constantly insist- 
ng upon a greater return for its invest- 
nt. The problem of management 1s 
keep both elements as well satistied 
If capital quits there is no 
business. If labor quits, 
hings are just as bad. Management is 
between these two forces. 


i$ a 


as possible. 


chance for 


Argument of Group Salesman 


| 
| 
| 


| 


LIFE 


| NEWSPAPER FOLK SAIL 


WILL GATHER MUCH MATERIAL 
Mrs. Paul and E. Jay Wohlgemuth of 
The National Underwriter Staff 
to Spend Summer Abroad 
t Paul, vice-presi- 
UNDERWRITER and 


sailed Saturday 
“Leviathan” and 


Mrs Nora \ mncen 
dent of THe NATIONAI 
her daughter Dorothy 
from New York on the 
will spend the summer on the other side. 
E. Jay Wohlgemuth, president of THE 
NATIONAL UNDERWRITER, together with 
Mrs. Wohlgemuth, their daughter, Betty 
Wohlgemuth and Dr. Charles 
Cincinnati, Mrs. Wohlgemuth’s 
father, the well known mmiuster, writer 
and speaker, sailed on the “Aquit “a 
Wednesday of this week. Mr Wohi ige- 
muth and Mrs. Paul will devote consid- 
erable time in gathermg material for an 
international edition of THE NATIONAL 
UNDERWRITER, to be issued in the fall. 
This is the first project of the kind under- 


(oss ot 


taken by an American imsurance news- 
paper. Much of the time in connection 
with the edition will be spent in Great 


Britain, but France, Switzerland, the 
Scandinavian countries, Holland and other 
countries will be visited to get material 
for this edition. 


Write Big Group Lines 


Group life insurance aggregating $4,- 
000,000 has been taken out by the Eric 
Railroad upon its clerical force, while 
the Lehigh Valley Railroad has in- 
creased by nearly $4,000,000 the in 
demnity already carried upon its clerks, 


INSURANCE 


Frederick | 


EDITION 











Over forty per cent of the new business 
of the Provident Mutual is upon the lives 
of old policyholders who not only evi- 
dence their satisfaction by insuring their 
own lives, but by recommending the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


Company to their friends. 


Especially valuable to the agents of the 
Provident Mutual is the active good will 
of those whose Old Age Endowments 


have matured. 























' He said that the group salesman] signal men and telegraphers The is- 
should say to the employer: “You are] suing company in both cases was the 
providing your people with playgrounds, | Travelers. 
letic tields, special doctors, dentists, ncdiganienteaal 
urses and rest rooms. You are not p | 
asking them to pay any of that. Why| Caldwell Superintendent of Agencies 
uld you ask them to pay for this Robert C. Caldwell has been made 
ife insurance? This is something which] superintendent of agencies of Toledo HOME LIFE INSURANCE COMPANY 
will come nearer to their hearts than] Travelers Life. Toledo, O OF AMERICA 
ot these other things that vou have Incorporated 1899 
ree fo See See ee eee eee PROTECTION FOR THE ENTIRE FAMILY 
insurance you are rivinigz them r 
ething for their families. You touch] from his pay more clearly than he does This Company issues all modern forms of policy contracts from age 3 months 
1 warm spot in their hearts that you | the fact that the employer is paying out | next birthday to 60 years. 
cannot reach in any other way. Then| Money for him. Industrial policies are in full immediate benefit from date of issue. 
do not ask them to pay ie ie ished tiadiniains ieae Ordinary policies contain a valuable Disability clause and are guaranteed by State 
oe ay Sees See 6 ay Be ||  Badorsement. Goo0D CONTRACTS FOR LIVE AGENTS 
ploye.” Employers who want to introduce a| 2 s 
e italiani i tala thrift feature into the insurance plan Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
me . . : offered to employes can with the Trav- | BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas’ 
Mr Page said that where health and | ¢jers take advantage of the payroll de- | 
wccident msurance is added that it 18] duction plan, under which any form of | 


sometimes well to let the employes con-| policy can be purchased by the employe \eee 


tribute to or pay all of this premium. | on monthly payments, premiums to be | 

He said, however, that they should not, | deducted from his pay by the employer. MORE ACRES- -RICHER SOIL 

gt i 7 Gceees Gee ioe. ‘eden ~ — a ema recat a be , ntro- | Every tiller of the soil in the life insurance field will doubtless be interested to know 
DUP } duced into any business institution | that, when NATIONAL FIDELITY (the pioneer in Junior Thrift insurance) offered 
He is an advocate of the plan whereby where $20,000.or more of insurance is | complete, man’s-size policies to 7 as young as ten, it added approximately twenty 
1creased insurance is given with in-| taken out. per cent to the eligibles for insurance; increased by one-fifth the acreage to be 

creased service. He said that increases eres cultivated and harvested. It went further and provided a proven, efficient process 


for securing a good crop. 


the emplove 
These are vital, 


should not be purchased by 


Commencement or graduation If they appeal to you and if you want the evidence 


by the employer. He said that often ; L time Is practical matters. 
ere a group plan is written on a con- | 2!SO opportune for suggesting a policy Write to 
ibutory basis, arrangements can be} on which the father will often be will- NATIONAL FIDELITY LIFE 
ide with the employer to buy addi-|'"g8 to pay the first premium. The 
al insurance for the older employes. | Necessity tor a me ee ee Insurance Company 
For instan oup oO : miums as they come due wi ec a POOL 
Fi oom cwecy ans cua a A pyle stimulus for the boy during the forma- Heme Office Kaneas City, aGiocoust 
2 surance for each employe, the manager | tive period of his business career.— Ralph H. Rice, President 
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additional 
vear ot cm- 


can arrange to purchase 
insurance of $250 for each 








Recognition of Service HOME OFFICE 


SPRINGFIELD, ILLINOIS 


vment until the total is brought up | J} 
$2,000 for those who have been with 
for five years. | 


additions should be bought by 


hese 


the employer as a recognition - - An Old Line Legal Reserve Life Insurance Company 

empiove s consistent § service. t the 2 

employe is to contribute, the first unit A Company of Service 

should be paid for by the employe and Service to Policy Holders Service to Agents Service to the Public 


idditional insurance by the employer 
instead of vice versa. In this way the 
employe realizes that he is receiving 
something from the emplover in recog- 
nition of service. He believes that in 

most contributory plans the emplove 
#4 sees the amount that is being deducted 


Operates under the Famous “Registration Act’’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary 





DR. J.R. NEAL, Sec. 





H. B. HILL, President 


























The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35.. . $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects--people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company Operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants General Agents in 
Iowa, Minn., Neb., So. Dak. 


A Good Chance for 
Reputable Men 

















the factory output 
alone is over $100,000,000 per year. 


—for in this city, 


Your opportunity is unlimited, but 
you must be a big man to swing it. 
You must be a big personal producer, 
and a good organizer of men. You 
must have a high social position, and 
at least $25,000 in assets. You must 
be able to earn at least $12,000 per 
year. 


That is the man required—worthy of 
our 100% co-operation in finding and 
closing business and the support of 
a company with a low percentage of 
rejections, high ratio of assets to 
liabilities, and policies having new 
selling features and settlement pro- 
visions, not yet issued by any other 
company. 

Picture the business you can build for your- 
self, with such strong assistance and in 
such a prosperous city. Your contract (direct 
with the home office) will call for a liberal 
first year commission, a renew al commission, 
a collection fee, an office allowance and a 
business-development allowance. 

Show us what you can do! Address J-62, 
care The National Underwriter. 

NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 














THE 


F IELD F OR PART- TIMER 





GOOD WAY TO START IN MEN 


Buffalo General Agencies Favor Plan 
for Developing New Agents 
Into Full-Timers 


BUFFALO, N. Y., June 24.—Has the 
part-time man a legitimate place in sell- 
ing life insurance? A representative of 
THE NATIONAL UNDERWRITER put the 
question to three Buffalo agencies and 
received answers which seem to agree 
in at least one particular, that the part- 
time man is an essential factor of the 
business as a means of trying out the 
beginner and giving him an opportu- 
nity to determine his fitness for selling 
life insurance without upsetting too 
seriously his present mode of earning a 
livelihood. 

Where the part-time man is one hold- 
ing a responsible and remunerative posi- 
tion in some other business and who 
may be able to swing some business on 
the strength of his present position and 
where it is not at all likely that he will 
ever give up his connection and enter 
the life insurance game on full time, 
most of the agents agree that he is not 
a legitimate factor in the structure of 
insurance selling and is only taking the 
cream of the business that otherwise 
would go to the legitimate life insur- 


ance agent. Such a man would be the 
cashier of a bank who might be in a 
position to write life insurance in the 
handling of loans, mortgages, etc., or 


the secretary of a large manufacturing 
concern. 
Only for Beginner 


Harvey Weeks of 
general agents for the Provident Mutual 
Life (Mr. Weeks is president of the 
Buffalo Life Underwriters), said: “We 
believe the part-time agent has a legiti- 
mate place in the business but only on 
a basis of bringing him in on full time 
in the future when he has proved his 
ability to make a living at it and his 
liking for the business. I think it is a 
mistake to license men who write only 
a little business and have no idea of 
coming in at a future time. 

“We have a part-time man who has 
been writing insurance at night for us 
during the past six months and saving 
his money to enable him to take a course 
in the summer school of life insurance 
salesmanship to be held this year at the 
University of Buffalo. At the conclu- 
sion of that course he expects to give 
up his present job and devote his full 
time to the work. He could scarcely 
have started in anv other way because 
at the beginning he had not demon- 
strated his qualifications as a salesman 
sufficiently for us to take him in. But 
he was a high type of young fellow, 
ambitions and a hard worker and by 
taking him on as a part-time salesman 
we were able to prove his ability to his 
own satisfaction and ours. 

“The time may come when there will 
be no part-time men but that will be a 
matter of evolution and a long time off.” 


Scott & Weeks, 


New York Life Man's Views 


Edward Garnet. agency director of 
the western New York office of the New 
York Life, said: “I am heartily in favor 
of securing and hiring part-time agents 
with the one and only idea of convert- 
ing them into full-time men within six 
months. That has been the policy of 


the Buffalo branch of the New York 
life during the 25 years T have been in 
charge and is in accord with the general 


policy of my company. I have found in 
my experiences in many cases that it 
was necessary to employ part-time men 


and some of the very best agents we 
have started in this way. However, we 
are always cautious not to take on in 


such a wav men who hold positions as 
cashiers of banks or to use other sub- 


terfuges for securing business that 
legitimately belongs to regular insur- 
ance men. 

“Great caution must be used in se- 


Nz ATION. AL 


| 





UNDERWRITER 
auiaa the part-time man. Only those 
should be selected who declare their in- 
tention of becoming full-time men and 
where it is reasonably to be expected 
that it will be to their advantage to do 
so if they are reasonably successful in 
the life insurance business. Any man- 
ager or general agent can make his 
part-time agents profitab le to his com- 
pany if he starts in with the determina- 
tion to cooperate sufficiently with them 
to round them out in a few months as 
full-time producers—if he is willing 
to work hard enough with them during 
the first months of their experience. 

“No part-time contract should ever 
be entered into with a man whose sal- 
ary is such that there is every indica- 
tion that he will continue indefinitely on 
his present job, for parasites of this 
kind only take business away from those 
full-time and 


who are legitimate men, 
securing men of this type will always 
be an injury to the life insurance pro- 


fession.” 
Require Continuous Production 


At the office of Johnston & Monser, 
general agency for the Mutual Benefit 
Life, it was stated that part-time men 
are used where there is reasonable as- 
surance that they will eventually become 
full-time producers or where their oc- 
cupation is such as to make it feasible 
for them to continuously produce a fair 
amount of business throughout the 
such a man should 


vear. For instance, 
be a college professor who actually goes 
out into the field and sells insurance 


afternoons and evenings, and who puts 
in solid weeks and months of work dur- 
ing his vacation. But all part-time men 
are expected to produce continuously 
according to their individual abilities 
and care is taken not to employ the man 
who might simply sell life insurance 
through the influence of his position and 
who never would have a real or sincere 
interest in the business. 

In general, in the experience of the 
three Buffalo agencies interviewed, the 
part-time man is no more prevalent in 


the country districts than in the cities 
and even in the smaller towns, barring 
a few cases where the field seems so 
barren that little business may be ex- 
pected from it; the agency managers 
work with the part-time man closely 
and strive to get him to work into a 


full-time, all-the-year-round producer. 


Plan Pan-American Conventions 


The Pan-American Life has arranged 
the date and location for all of its sec- 
tional agency conventions, which will 


open with a meeting of the central field 
at French Lick Springs on July 3 and 4, 
when the agents of Illinois, Indiana, 
Kentucky and Missouri will gather. The 
convention for the agents of Tennessee, 
Georgia, Alabama and Arkansas will be 
held in Birmingham, Ala., Aug. 8-9. The 
Virginia, North Carolina, Pennsylvania 
and West Virginia agents will meet in 
New York City on Sept. 10-11. New 
Orleans will be the meeting place for 
the agents of Louisiana and Mississippi, 
though the exact date has not yet been 
set. The convention for the agents of 
Texas will be in San Antonio, Oct, 


29.93. 





insurance of today is a much 
more serviceable kind of contract to 
have around the house than the policy 
of 25 years ago—but what good are poli- 
cies if there are no agents to sell them? 


MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Lire 





a General 


STATE for 


Then why not take 


e¢ Agency inits HOME 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
SY.CK! WRITE THE HOME OFFICE 
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HOME LIFE INSURANCE CO 


ew York 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


Promiume received during the 


a DD aipnunninaniiteed 7,686,855 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
DWE, eedinkedaauiae 
Increase in Assets........... 2,401,587 


Actual Mortality 56% of the 
amount expected. 

Insurance in Force... 

Admitted Assets 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 





Tt. 




















Stephen M. Babbit 
President 


Hutchinson, Kansas 














DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Nen-Participating Policies On! 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











POSITION WANTED 


As manager of farm loan departme 


Have handled millions without loss. Ad- 
dress National Underwriter, 307 lowa Na- 
tional Bank Bldg ; Des Moines, Iowa. 
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PROHIBITION ADDS TO 
COMPANIES’ TROUBLES 


Officials of St. Louis Companies 
Give Views as to Present 
Drinking Hazard 


CAN’T GET INFORMATION 


Harder to Ascertain Habits of Appli- 
cants—Bad Effects from “Moon- 
shine” and “Home Brew” 
24.—Na- 


increased 


ST. LOUIS, MO., 


tional prohibition has greatly 


June 


difficulties ot life insurance inspec- 
ons, in the opinion of officials of lite 
companies with home offices in St. 
Louis. They are almost unanimously 
of the opinion that never was it more 


difficult to obtain accurate information 
concerning the drinking of intoxicating 
liquors by applicants tor lite insurance, 


but that in addition the stuff that is be- 





ing drank is far more dangerous than 
he pre-prohibition booze and beer. 
“lrohibition has brought us face to 
face with worries that we never had 
prior to its advent,” said James M 
Parks, vice-president of the Missouri 
State Life. “Understand me, 1 am not 
endeavoring to pass on the merits of 
prohibition of the use of intoxicating 
liquors. If we had it lite companies 


benefit, 


suld undoubtedly tor the man 
or woman who does not use liquor in 
form is always a better 


person who uses alcoholic beverages 


even mildly. 


Harder to Get Information 


“But life insurance officials in pass- 
ng upon applicants for policies must 
’ - 
deal with facts and not theories. And 


there is no denying that prohibition has 





risk than a | 


nade it more difficult to gauge the phy- | 


condition seeking in- 
surance, 

“Never was it more difficult to obtain 
accurate information concerning the use 
of intoxicants by applicants, and never 
was the stuff they are drinking so dan- 
gerous. It is extremely difficult today 
to get any liquor data Che majority 

persons who drink liquor in applying 


sical ot persons 


LIFE 


able to excessive use of intoxicants in 
from three to five years whereas a fairly 
heavy drinker in the old days could 
probably go 15 to 20 years before show- 
ing the same bad results.” 

W. F. Grantges’ Views 


“Our experience indicates that we are 
receiving reports on more alcoholics 
than previous to the passage of the pro- 
hibition amendment” said W. F. Grant- 
ges, secretary of the International Life 
“This indicates either that intoxicated 
persons at this time attract more atten- 
tion and open drinking is given more 
consideration than previously, or that 
more people are drinking. 

“It appears that persons now con- 
sume at one time more liquor and in- 
stead of drinking regularly in modera- 
tion, will drink all they can when they 
can get it. It is especially noticeable 
that a large percentage of young women 
are drinking intoxicants, something that 


was not heretofore noticeable. 

“We have had several losses caused 
by the drinking of moonshine and 
other high intoxicants that are filled 
With poisonous matte We have not 
discerned any increase in mortality in- 
sofar as ‘home brew’ is concerned.” 


Drinkers More Secretive 





Dr. C. R. Dudley, medical director of 
the Continental Life, in discussing the 
prohibition question said: “Regarding 
the influence of the conditions resulting 


from national prohibition upon the se 
lection of lite we 


risks for insurance, 








find that it is somewhat more difficult 
to ascertain the liquor habits of appli 
cants than before the advent of prohibi 
tion. 

“The excessive use of liquor has 
never been a habit which the individual 
cares to boast, and it is a trait of hu 
man nature for the individu to per- 
suade himself to believe that his habits | 
are not excessive, harmtul or objection 
able. Now that liquor is legally pri 
hibited and contraband, and the quality | 
of that obtained uncertain, the il phic int | 
1s even more secretive in his habits and 
more reluctant to admit its us« We 
are, therefore, compelled to look more 
caretully into the habits of an applicant 
than tormerly. 

Many Afraid of “Poison Booze” 

“On the other hand, however, the in 


dividual who formerly used lquors n 


erately and on social occasions has a 
wholesome tear of liquor of uncertain 
origin, and has generally ceased Ising 
it entirely. In addition thereto, the 
| bread-winner, who has the interest of 
his tamily at heart to such an extent 
that he will buy life insurance, is, as a 
majority, not given to alcoholic excesses 
and cannot be tempted to indulge 


tor life insurance will deny it, fearing | 
probably that the information may get 
into the hands of national or state pro- 
hibition officers and cause them trouble, 
and if they do admit they drink they 
can’t themselves tell what they are 
drinking. They don’t know. 


“Prior to prohibition the average man 
not ashamed to admit he drank 
and if we were told he took one, 
two, five or more drinks a day it was 


was 


iquor, 


t a difficult matter to ascertain just 
what stuff he was drinking. <A _ chat 
with the corner saloon bartender usu- 
ally furnished the needed data. This 

formation proved very useful. But 
today it is a blind guess all the way. 
One drink of hooch may kill, blind or 


ther than sparingly in liquors of uncer- 
tain quality. 
“The unfortunate individual who has 


acquired an irresistible desire for liquor 


will satisfy this desire with any means 
obtainabl whether flavoring extracts, 
toilet preparations, proprietatr medi 
cines, any kind of moonshine obtain 
able or even wood alcohol Che habits 
ot such applicant are difficult to con 


his neighbors 
the lite 
become an 


ceal from 
revealed to 


and usually are 
insuri 


should he 





| insurance. 


drive a man insane, and with the major- 


itv of life insurance policies providing 
that blindness and insanity are total 


disability, prohibition booze 


brings a| 


Effects of Two Kinds 
“The _ eftects ot moonshine, home 
brew and all forms of alcoholic solu 
tions upon the individual may be di 
vided into two classes, those resulting 
in an immediate or early death, and 
| those resulting in a serious but not fa 


real problem to life insurance actuaries. | 
“IT have been watching this situation 
very closely and in my opinion the man 


or woman who drinks today is twice as | 


rardous as a life insurance risk as the 
t rohibition drinker. 
moderation was bad 








enough, but today 


those who drink do so when they can 

t it Instead of taking a drink or so 
daily they imbibe large quantities of 
liquor at one time. Booze parties are 


ore frequent then formerly. This has 
ilso increased the life insurance hazard 
persons. 
“Physicians say that the present day 
oze will produce Bright's disease, ne- 
phritis and other ailments largely trace- 


of such 


Drinking in| 


} 


l h as blind- 


tal effects upon the body, su 
ness, mental and nervous changes, with 
a general lowering of the physical con 


the individual, resulting in an 
increased susceptibility to other diseases 
and thereby causing an apparent in- 
crease in the mortality from other 
The mortality of this company 
been increased to a certain extent, 
but we have not vet been able to deter- 
mine how far the use of liquor now ob- 
tainable was an actual and how 
far a contributing 

“In the increasing mortality from ac 

(CONTINUED ON PAGE 24) 
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tual opportunities. 


f a series of advertisements appearing in The National 
Watch for succeeding ones setting forth Michigan Mu- 




















Acceptable Contracts 


The Michigan Mutual is not a specialist | 
company, in the strictest sense of the word. | 
It does not throw all its energies into the 
writing of one particular kind of policy. 
Rather, it specializes in the writing of all 
kinds of safe, non-participating life policies. 
It has always provided its agents with the 
most practical and also the most liberal 
plans of selling life insurance consistent 
with sound business management and the 
mathematical principles upon which the 
great structure of life insurance is founded. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 


Michigan Mutual Life Building 


TT 


A. F. MOORE, Secretary | 











The Child’s 20-Pay Life Optional Endowment Policy 


Great Republic Life Insurance Company 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 


of the 


of California 


If you are interested, write for copy of 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


W. H. SAVAGE, Vice President 
Los Angeles, California 
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Leadership 


A company that sets the pace in its field, 
that stands high in the regard of every- 
one, and that has builded its foundation 
in the solid rock of dependability and 
honorable management is a company 
worth keeping in mind. 


The Atlantic Life is now 24 years old. 
During these years, it has builded stead- 
ily and with a vision that has placed it 
in an unusually prominent position in 
the territory in which it operates. Our 
agents point with pride to these achieve- 
ments. 


Atlantic Life Insurance Company 


Richmond, Virginia 


W. H. DALLAS 
Superintendent of Agents 


EDMUND STRUDWICK 
President 


ial ite 











Desirable General Agency 
Openings 


IOWA 





at— 
Fort Dodge Burlington 
Sioux City Davenport 
Dubuque Ottumwa 
Waterloo Mason City 


Real Home Office Cooperation 


For an ATTRACTIVE GENERAL 
AGENCY CONTRACT with a PRO- 
GRESSIVE COMPANY in a PROS- 
PEROUS AGRICULTURAL STATE 


write 


O. J. LACY 


2nd Vice-President —in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 























COMMENT ON QUESTION 
OF PRICE COMPETITION 


Agency Executive Does Not See 
Reduced Commissions in 
Near Future 


FAULT IS IN MANAGEMENT 


Says Acquisition Cost Is Increased Be- 
cause of This, Which Loss Can 
Be Eliminated 





One of the leading agency executives 
of the country was asked recently what 
his opinion was ot the statement that 
the era of price competition in life in- 
surance has just started, that the many 
dividend increases which have been an- 
nounced will be followed by others, and 
further, that the result will be a reduc- 
tion of commissions to agents. 

Sees No Immediate Cut 

His reply was that there is a lot of 
water that can be squeezed out of ac- 
quisition expense before commissions 
need to be cut. He reported that his 
company has for three successive years 
made sharp reduction in its acquisition 
expenses. He said that a number of 
years hence commissions are due for a 
cut. But that is a long way off and 
would not be advisable at all at present. 
He said that the average agent has a 
hard enough time making a living as it 
is today and there is no justification for 
a cut in commissions. 


Criticizes Present Management 


The real fault, he said, is in agency 
management. He said that there are 
many men in the life insurance business 
that might make good bankers but 
aren’t cut out for life insurance agency 
managers. He said, “Too many of them 
depend altogether on inspiration and 
ideals and do not get down to brass 
tacks. There are still a good many life 
insurance men who are willing to pub- 
licly announce that the only way to get 
good agents is to appoint a lot of them. 
They feel that you must appoint 20 men 
to get one who will stay in the business. 
They accept this as axiomatic and go 
ahead on that basis. They send their 
manager around to hire as many agents 
as possible. Within a period of three 
months 100 managers will appoint about 
2600 men and three months later about 
100 of them will be left in the business. 
After a second period of three months 
only 50 of them will still be in it. Then 
they talk about cutting commissions. 

Costs Too Much Money 


“The money expended in hiring all of 
these men is an enormous factor which 
cannot be overlooked. Until this idea 
is gotten away from we are going to 
have difficulty.” 

He said that there are some big com- 
panies today that are making wonderful 
records of production but it is due 
largely to a group of big producers that 
have come to the front by the survival 
of the fittest idea. These men have 
been in the business for years but there 
is nothing to back them up. When they 
die and leave the business some of these 
companies are going to suffer a good 
deal from “dry rot.” 

Suggests Agency Selection 

The question was then asked, “Just 
what can managers do to eliminate this 
acquisition expense?” “The first thing 
he should do,” he said, “is not to rush 
along into the business every Tom, Dick 
and Harry that comes along. He should 
not hire you and then go across the 
street and hire another man, down the 
street and get another fellow and by the 
time he is getting the fifth, the first is 
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” iia to weaken and number 2 is 
already dead. Instead he should inter- 
view a man at least three times before 
he signs an agency contract with him. 
The man should be thoroughly sold on 
the idea of going into the insurance 
business. He should not be rushed into 
it and make up his mind whether he is 
going to stay or not after he gets in. 
Don't Make Picture Too Bright 


“If I were general agent or manager | 
would not paint the picture of how much 
money he 1s going to make. I would, if 
anything, show him where he might 
make less money for the time being 
than he is making in his present position 
and I should ask him first if he is able 
to make this sacrifice in order to get 
into a business which has many big pos- 
sibilities that life insurance presents. li 
he is making $150 a month I might ask 
him if he can get along on $115 for a 
period of four or five months while he 
is getting started. I would not tell 
him that he can easily make $300 a 
month. I much rather have him come 
in satisfied at having made his $115 
than to have him make $150 and be dis- 
satisfied because he didn’t make $200. 


Teo Many Failures 


“Here is what is happening in life 
insurance agencies every day throughout 
the country. John Jones has been in 
the life insurance business about four 
months. He was told when he came in 
that he would make $250 to $300 a 
month. He entered the business full 
of enthusiasm. He now takes out his 
pencil and figures up what he has made 
and finds that his average has been 
$43.70 a month. He is just about ready 
to quit. The high ideals which have 
been presented to him have faded. He 
is sick and disgusted with the life insur- 
ance business. He is only hanging on 
until he can get something else. The 
only reason he stays is that he has no 
other job and as soon as he can get 
any kind of a steady salary he is going 
to grab it. 

“In the meantime the manager is 
talking in his office to a new agency 
applicant. He tells him the wonderful 
possibilities in this great business. He 
pictures to him that he can make a fine 
thing out of it. As he brings him out 
of the office he introduces him to a 
number of the men including Jones. 

“After he has gone back into the 
room the new man will talk to Jones 
and say: ‘Manager Smith is a might 
fine chap, isn’t he? He certainly has 
sold me on the life insurance business 
He is a great old boy.’ 

**Oh, he is a pretty good fellow, 
is the answer of Jones. 


I 
guess,’ 
Discourage New Men 


“Right there is the big trouble. His 
tone of voice has been such that he has 
just pricked the balloon of enthusiasm 
of a new agent. Perhaps then the new 
man will say, ‘Well, I] am making $160 
a month over at the Blank Shoe Store 
but I feel that I have about reached the 
limit as a shoe clerk. Mr. Smith has 
told me that I can make $225 to $250 a 
month selling life insurance and I be- 
lieve I can do it.’ 

‘Yes, that is what he said to me 
when I came in,’ is the reply of Jones 
‘I thought the same thing but I have 
just been figuring up and I find that | 
have made an average of $43.76 for the 
past four months. Not so good.’ 

“The result is that the new man goes 
out in a hali-hearted manner and he has 
lost the battle before he starts. A hali 
dozen such men can ruin the _ best 
agency organization there is. The only 
way to keep such men out of the busi- 
ness 1s never to over-sell the man on 
the proposition. Make him see proba 
bilities as well as possibilities 

Must Watch New Men 

“A new man should be told some- 
thing about the business but not too 
much. After a man has been in the 
business a year it is worth while 
spend some money on him to educatt 
him, but at first he should be given on! 
a working knowledge of life insurat 

(CONTINUTED ON PAGE 29) 
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SOME RECENT COURT CASES THAT 
INVOLVE LIFE INSURANCE 


Payment of Premium. Acceptance of 
Check—Where an insured sent to an in- 
surance company a check in payment 
of a premium due on the policy, and at 
that time he had sufficient funds in the 
bank with which to pay the check, but 
the check was protested for non-pay- 
ment, although the insured died suppos- 
ing his premium had been paid, and re- 
ceived no notice of protest, and the 
company had receipted for the payment 
of the premium, the company was held 
to have waived its right to insist upon 
cash payment of the premium and to 
have accepted such check in payment 
thereof, rendering it liable on the policy. 
State Life vs. Little. 


— 

Evidence in Avoidance of Suicide 
Clause—Under the provision of the civil 
code that no person shall testify tor 


himself covering any verbal statement | 


of, or any transaction with, or any act 
done or omitted to be done by, one who 
is dead when the testimony is offered, 
a beneficiary of a life insurance policy 
(the wife of the insured) may testify 
how her deceased husband acted, after 
his death, in support of her contention 
in avoidance of a suicide clause in the 
policy that the insured was so insane at 
the time that he did not know what he 
was doing. Equitable Life of N. Y. vs. 


Bailey, Court of Appeals, Kentucky. 
Decided May 23. 

* * * 
Company held liable where soldier 


was killed while on furlough.—-In 1913 
the Indiana National Life issued a 
policy to Ernest S. Atkinson for $1,000, 
with the usual military service clause. 
In 1918 the insured entered military ser- 
vice. While in camp, on Dec. 2, 1918, 
after the armistice, the insured was 
granted a furlough and while on such 


Decided May 28. | 
Court of Civil Appeals, Texas 7th Dist. | 
. @ 





| engaged 
; on 
| of his death. 


furlough was killed in an autocycle ac- 
cident, at which time he was not per- 
iorming any military duties whatever 
but was following his own inclinations. 

On this state of facts the company 
admitted liability for $84.08, the legal 
reserve on the policy, but denied lia- 
bility for a greater sum on the ground 
of the death of the insured while in 
military service. In denying this claim, 
and holding the company liable for the 
face of the policy the Indiana supreme 
court in Atkinson vs. Indiana National, 
143 N. E. 629, in part said: 

“The insured was running no risk oc 
casioned by his military service at the 
time of his death. He was pursuing his 
own personal inclination, and was not 
in any military service while 
his leave of absence, or at the 
Appellee [insurance com 
pany] admits this by the undisputed evi- 
dence, set forth in the agreed statement 
of facts. The appellee company thereby 
construes its own military clause, and in 
iavor of full indemnity, notwithstanding 


the limitation of liability by any man- 
ner of construction of the military 
clause. . 


“The first part ot the sentence which 
seeks to limit liability plainly limits such 
liability to risks incident to military ser- 
vice in time of war. It is the risk rela 
tive to, or that may be occasioned by 
military service, that appellee company 
seeks to guard against, and such risk is 
an actual one incident to military ser 
vice. The company assumed all risks 
of death not occasioned by military ser- 
vice.” 

* * * 

Whether Company Has Accepted 
Check as Payment of Premium Is Ques- 
tion of Fact.—The defendant issued to 
the insured its policy containing a 


sured 


double indemnity clause which provided 
that in the event the insured met death 
by accident, the company would pay the 
beneficiary an additional sum equal to 
the amount of the policy. All 
premiums were paid up to May 31, 1921, 
and the insured received notice that the 
annual premium would fall due on that 
date. On June 25, following, the in 
a check of the Little Sport 


tace 


drew 


|} ing Goods Company, under which name 


| the 
| draw! 


time | 


} Was 


full amount of 
This check 

National Bank 
Wichita Falls, Tex., and was received 
by the insurance company June 27 and 
deposited in the Indiana National Bank 
of Indianapolis for the credit of the com- 


did business, the 
annual premium. 


on the City 


he tor 
was 


or 


pany’s account Che check was there- 
atter sent to the insured’s bank for col 
lection, but was protested because of 
insufficient funds Che insurance com 


pany received notice of protest not later 
than July 4. When the check was re- 
by the company it issued its un 
conditional receipt in full payment of 
the premium and the insured duly re 
ceived the receipt and believed that the 
premium had been said, because he had 
sufficient tunds in the bank when he 
the check No notice of protest 
sent to the insured nor was any 
unication sent to him by the in- | 


ceived 
' 


issued 


comn 


| surance company notifying him that the 


check had not been paid rhe insured | 


was drowned July 10, 1921. At the time 
of death the policy was in force under | 
an extension insurance clause under the | 
policy, but the terms of the contract | 
provided that double indemnity would 
not be in effect while the policy was in 
force under extended insurance. 

The company refused to pay the 
double indemnity on the ground that 


the premium had not been paidsand that 
the period of grace had expired. At the 
trial the cashier of the insurance com 
pany testified that the check in question 
was received by the company as a valid 
obligation and that the receipt issued 
by it to the insured was the same re 


|} ment of premiums in cash 
| the 
| pany had accepted the check in payment 


*- 


ls 


ceipt as was generally issued for pay- 
At the trial 


jury tound that the insurance com- 


of the premium, and from a judgment 


} entered upon the verdict this appeal was 
| taken 


Held: That the judgment should be 
athrmed Where a check was given 
and accepted in licu of the premium on 
an insurance policy the insurance com 
pany acquired a right against the insured 
which it did not theretofore have. Prior 
to that time the only right the company 
had, in the event the tailure -to pay 
the premium, was to forfeit the policy, 
but if a check was given, the company 


ot 


had the additional right to hold and 
treat the check as a personal obligation 
and to collect it by suit Che tacts in 
this case could not as a matter of law 
be construed to be a waiver of the in- 


surance company's rights but they were 


sufficient to support a finding to that 
effect by the jury. If the company had 
/ not intended to accept the check, ordi- 
nary business prudence would have de 
manded that it return it to the insured 
and request the return of the receipt 
Che facts sufficiently supported the find- 
|} ing of an acceptance of the check by the 
|} company as payment.—State Life of In 


diana vs. Little Court of Civil Appeals 
of Texas, Seventh Dist. Decided May 28. 
* * 


Company Held Not Liable on Policy 
Until Production of Same Properly Re- 


ceipted. In Casey vs. Metropolitan 
Life, a New York case reported in 204 
N. Y. S. 199, the plaintiff brought an 
action as assignee of a life insurance 
policy for payment he policy, it ap- 
| pears, was in the possession of a third 
person in Ireland for some reason that 


does not appear in the report, and the 
plaintiff failed to produce same 


By the terms of the policy the com 


| pany agreed to make payment upon the 


“production of the policy properly 
ceipted,” but it declined to make 
(CONTINUED ON PAGE 2) 
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Should Help the Life Agents 


Some life insurance agents have been 
opposed the bonus in the 
form of a 20-year endowment policy on 
the ground that that will interfere with 
the of Experi- 
ence with the 
past helps to allay these fears. It is very 
probable that the government insurance 
of private 


to soldiers 


sale private insurance. 


government insurance in 


will give impetus to the sale 
insurance. 
It difficult to 


veteran that his bonus will just about 


will not be show the 
cover his funeral expense, and inasmuch 
that the 

insurance it 
him that he should carry 
for the 


who are 


knows government ap- 


of 


as he 


will be easy to 
addi- 
support of his 


entitled to 


proves 
convince 
tional insurance 


dependents. Those 


$50 cash in place of insurance, will 
be excellent prospects, as no better use 
can be made of that money than pay- 


ment of the first premium on a life in- 
surance policy. 

Many thought that a heavy ‘low had 
been aimed at insurance when the gov- 
ernment put the war risk plan into effect, 
valuation of $10,000 on the lives 
of the young men. As a matter of fact 
this high valuation jolted a great many 
policyholders to the realization that they 


with a 


were inadequately insured, with the re- 
sult that many who thought themselves 
fully insured took out additional insur- 
ance. It placed the mark of govern- 
ment approval upon the institution of 
life insurance. 


Simple Diction Wanted 


The president of an aggressive middle 
recently 
difficulty 


western life insurance company 


had occasion to encounter the 


of obtaining advertising literature free 
of all technical or intricate terms and 
explanations. He was desirous of 
putting out a small bulletin on one of 
the special policy forms and asked the 
agency department to run off strong 


The result was a bulle- 


tin that would have 


selling message. 
been very attractive 
trained insurance 


for 


for the student or the 
but 

distribution 
This 


his organization, 


was serviceable 


the 


man, scarcely 


among average pros- 


executive tried others in 


but found that in prac- 


pects. 


explanations in the advertising material 
He then undertook to write 
several 


they wrote. 
the bulletin himself 
attempts before having the finished pro- 
attempt the sten- 
ographers and office the 
saying that if they could not understand 
the its pur- 


pose. 


and made 


duct, trying each on 


boys in office, 
bulletin, it would not serve 
He said that it has been his ob- 
servation that life companies too 
inclined to 

literature 


are 
distribution of 
that would 


often ad 


vertising pass 


with credit as a literary treatise on the 
subject, but has no selling value for 
the average prospect, or the average 
agent. He urged life companies to 
adopt the language of the common 
people, and extend the human interest 
appeal in a message that can more 
easily be understood by any and all. 


Loyalty Needed in Life Insurance 


tically all cases those in responsible po- 
sitions in the company had so absorbed 
the life insurance idea that they could 
not get away from technical terms and 

LoyALty is one of the greatest factors 
in the character of a successful agent. 
In this respect there is no half way 
ground. The agent must be whole 
heartedly loyal to his company and to 


Agents are sometimes in- 


dissatisfied when they 


his manager. 
clined to become 
have not found prospects in a receptive 


mood for some time, or when a number 


have been 


Every 


seemingly good cases 
the doctor. 
that the 
iner is employed to see 
He 


valid reason 


of 
turned down by 
must remember 


agent 
medical exam- 
that 
will turn down 
for 


everybody 
deal. 
unless he has 
and it does not reflect loyalty 
for the agent to criticise. The is 
building up business for himself, for the 
company, and for his agency manager, 
or he is not building at all. 

Life is a real business that 


gets a 
risk 


so doing, 


square 
no 


agent 


insurance 


demands men of courage and ability. If 
it were a line for weaklings, there would 
not be the opportunities for both service 
and money-making that there now are. 
But it pays well only when the max- 
imum of interest and effort is put into 
matter 
The was intended 
for real men know to 
their brains, their tongues, and their feet. 

No agent to himself and to 
his company who neglects his old pol- 
He must watch the business 


are 
only 


it, no how many obstacles 


met. business 


who how use 


loyal 


1s 


icvholders. 
that is already on the books in order to 


resell the prospect whenever he sees 
any indication that they plan to drop 
the insurance. Moreover he must keep 


in touch with the policyholder to keep 
other agents from twisting his business, 
or from securing the new business that 
so often comes from old policyholders. 
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Louis E. Madden, son of Edward 
Madden, Wisconsin state manager of 
the Kansas City Life, graduated from 
Kenyon College last week. Mr. and 
Mrs. Madden and daughter, Ruth, were 
present at the exercises it being the 
centennial of Kenyon College. Louis 
Madden was president of the Psi Up- 
silon Fraternity at Kenyon during the 
past year. He will return to Milwaukee 
and enter into partnership with his 
father at 411 Caswell Block 

In addition to his duties as president 
of the Cleveland Life Underwriters’ As- 
sociation, Harold Pearce, general man- 
ager for the Guardian Life in Cleve- 
land, found time to write enough per- 
sonal business to lead his company for 
May. 


W. F. Sivey, state manager for the 
Great Northern Life of Chicago in 
South Dakota with headquarters in 
Sioux Falls, has handily solved the 
question of covering the entire state 
without leaving home. Mr. Sivey now 


on wheels”, having pur- 
that carries on it 


“home 
chased an automobile 
a miniature home, with a small back 
porch and all of the essentials. It con- 
ae all of the comforts of home and 
Mr. and Mrs. Sivey move about to- 
gether as this aggressive underwriter 
transacts his business about the state. 


Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life of Mil- 
waukee, and Mrs. Tyrrell, are guests at 
the summer home of James Victor 
Barry, fourth vice-president of the 
Metropolitan Life, and Mrs. Barry, at 
Harbor Springs, N. Y 


has a 


President George . A. Boissard of the 
National Guardian Life of Madison, 
Wis., and Mrs. Boissard will be abroad 
during the present summer, on a trip in 
Europe. 


Jchn Lathrop Wakefield, second vice- 
president. general counsel and chairman 
of the finance committee of the John 
Hancock Mutual Life, died at his home 
in Dedham, Mass., last week. The 
cause was given as acute indigestion. 

Mr. Wakefield was elected a director 
of the John Hancock in 1906, and in the 
same year was appointed associate 
counsel. Later he became third vice- 
president and second vice-president. He 
was a graduate of Harvard, class of 1880, 
and also of the Harvard law school. 
He was connected with many outside 
organizations, having served as president 
of the Association of Life Insurance 
Counsel, and vice-president of the Ded- 
ham Institution for Savings, and of the 
Harvard Musical Association. 


Mr. Wakefield had recently returned 
from a trip to Europe, where he spent 
several weeks traveling with President 
Walton L. Crocker of the John Han- 
cock. He was an authority on garden- 
ing, and his old home at Dedham was 
one of the show places of the country. 
Mr. Wakefield was 65 years old and 
unmarried. 


Clifford H. Folz, actuary of the Pub- 
lice Savings of Indianapolis, was mar- 
ried June 14 to Miss Helen Julia Smith 
of Indianapolis. Mr. Folz is a graduate 
of the actuarial course in Michigan Uni- 
versity. 


Dr. Wade Wright, who has been pro- 
fessor in the medical school of Harvard 
University, will take up his duties as 
assistant medical director of the Metro- 
politan Life on July Dr. Wright will 
devote his attention particularly to living 
and working conditions among group 
policyholders. Investigation will be 
made in the factories and plants where 
the Metropolitan group insurance is in 
force and working hours, accident pre- 
vention conditions, recreational facilities, 
etc., will be considered. The homes of 
workers in such plants will also be 
studied to see what conditions are there, 





including milk and water supply and all 
hygienic conditions. 


Charles H. Langmuir, assistant super- 
intendent of agencies of the New York 


Life, who has been laid up for many 
months on account.of illness, is now 
back at the home office, assuming his 


He has not been able to do 
for seven months. 


old work. 
anything 


Ridley Watts, senior member of the 
dry goods commission house of Ridley 
Watts & Co. of New York City, has 


been elected a member of the board of 
the New York Life. He is a member of 
the board of the Chemical National 
sank of New York City; Morristown 
Trust Company, Morristown, N. | 
Continental Insurance Company, New 
York; Claflin’s, Inc., New York: Norris 
Cotton Mills Co., Gateechee, S. C., and 
the Wallace Manufacturing Company, 
Jonesville, S.C. He is a director of the 
Morristown Hospital, the Morristown 
Playground Association and a member 
of the executive and 2S’ com- 
mittees of the Y. M. C. 


John A. Wilson “has been cashier of 


the Central Life of Des Moines for 20 
years and during that time one of his 
duties was keeping track of the securi- 


ties required to be deposited with the 


state insurance department. When he 
began work 20 vears ago securities re- 
quired amounted to $250,000. A few 


months ago, when he turned this branch 
of the work over to another department, 
his successor receipted him for $13,000,- 
000. Here is an evidence of growth that 
is indicative of good management and a 
popular foundation. The late George A 
re ak not only builded wisely but he also 
exercised clear vision in conception and 
policy. 

Edwin E. Sterns has been appointed 
publicity manager of the Guardian Life. 
Mr. Sterns has had extensive experience 
with the selling end of many concerns. 
He will be in charge of the prospect 
bureau as well as the general publicity 
work of the company. 


Marvin E. Singleton, president of the 


Missouri State Life, has been looking 
over the situation in Texas. He de- 
clares the business conditions in the 


Lone Star state are excellent. He found 
the cotton crop very promising and be- 


lieves his company will do a_ banner 
business in Texas this year. Mr. Sin- 
gleton visited his old home in Ellis 
county while in Texas. The Missouri 
State has been writing a large amount 
of business in Texas for years. Mr. 
Singleton said with the exception of 
North Carolina the situation in Texas 
right now is more promising than an- 
other state he knows of. While in Dal- 
las Mr. Singleton conferred with John 
G. Eaton, general agent for the com- 
pany in north Texas. 

W. 5. Graham, second vice-president 


of the Equitable of New York, returned 


to his desk Monday of this week, after 
a three weeks’ absence on account of 
illness. 


, 


Albert Laib, an agent of my Standard 
Life, St. Louis, who died at a Chicago 
hospital recently as a nate < of an opera- 
tion for stomach trouble, was one of the 
most consistent producers in Chicago, 
and through his ability and admirable 
character won the respect of friends and 
company. He is survived by his widow 
and two children, a son and a daughter, 
whom he left in comfortable circum- 
stances. 


W. J. Behrens of § Abilene, Tex., 
eral agent of the Missouri State 
and Mrs. Behrens were seriously hurt 
in a recent automobile accident. They 
started in their car for Breckenridge. 
Near Albany the rear wheel of the car 
gave way, overturning the automobile 
Mr. Behrens suffered a badly wrenched 


gen- 
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back with some ligaments torn loose. 
Mrs. Behrens was cut on the shoulder 
and several ribs were broken. 


Gen. S. Herbert Wolfe, of New York 
City, well known actuary and statisti- 
cian, with Mrs. Wolfe and their three 
daughters, sailed on the “Baltic” Satur- 
day for a three months’ stay in Europe. 
His brother, Lee Wolfe, gave a lun- 
cheon at the Bankers Club there in his 
honor last Thursday, at which a num- 
ber of his friends had an opportunity to 
wish him a happy voyage. 

Graham C. Wells of New York, gen- 
eral agent of the Provident Mutual Life 
and president of the National Associa- 
tion of Life Underwriters, has been con- 
fined in Memorial Hospital at Orange, 
N. J., for some time on account of ill 
health. He is now able to be taken to 
his home. So far no complications have 
set in. It is thought that Mr. Wells will 
not be able to make the trip to Los 
Angeles, at the time of the national 
convention, and preside at the meeting 

In a recent message, George Lackey, 
general agent for the Massachusetts 
Mutual at Oklahoma City, and vice-pres- 
ident of the National Association, was 
advised that he will be expected to pre- 
side at the Los Angeles convention. 
The message announced the illness of 
the president which occasions the 
change in the prospective presiding of- 
ficer. Mr. and Mrs. Lackey and C, L. 
Sykes, general agent for the Mutual 
Benefit, will join the special train from 
New York at Newton, Kan., and pro- 
ceed with the crowd to Los Angeles. 

Edward D. Duffield, president of the 
Prudential and one of the prominent 
trustees of Princeton University, took a 
conspicuous part in the commencement 
exercises there last week. Mr. Duffield 
marched with the trustees in the aca- 
demic procession. On Sunday after- 
noon he was the speaker when Presi- 
dent John Grier Hibben of the univer- 
sity threw the first shovel of dirt in 
the excavation for the new college 
chapel that will probably be ready for 
occupancy a year hence. Mr. Duffield 
graduated from Princeton with the class 
of 92. He was the son of the late Dr. 
John T. Duffield, the venerated head of 
the mathematical department ¢f Prince- 
ton. His brother, H. G. Duffield, is 
treasurer of the university. 


W. W. Williamson, Chicago general 
agent for the Phoenix Mutual Life, was 
elected president of the Phoenix Field 
Counsel at its annual meeting at the 
home office. The other officers elected 
were: Vice-president, Edward Bulkley, 
St. Louis, and L. M B. Morrissey, 
Davenport, Ia.; secretary and treasurer, 
John Morey, Detroit. Mr. Williamson, 
who now heads the company’s field or- 
ganization, is one of the prominent 
Chicago managers and has achieved an 
enviable record, both as an organizer 
and a personal producer. He has been 
active in association work in addition to 
his agency duties. Mr. Williamson has 
also tried his hand at writing with con- 
siderable success, having been the au- 
thor of a series of bulletins distributed 
by the company and of great value to 
the field forces of the company. 

“Bob” Spaulding, manager at Omaha, 
of the Mutual Lite of New York, has 
sent out one of his characteristic bulle- 
tins to his agents “from the tall grass 
of Knox county to the valley of the 
Republican, from the beet fields of 
Scottsbluff to the Everglades of Platts- 
mouth and from the dizzy heights of 
Pottawattamie to the sacred precincts 
of Lincoln,” to appear in Omaha June 
28 to participate in a “feast of life in 
surance logic expounded by toilers in 
the cause and to later celebrate in due 
and ancient form the closing of a most 
successful vear.””. He promises a group 
picture will be taken “for the benefit of 
the police department” as well as to 
adorn the agency room At 12:21 p. m. 
sharp, lunch will be served at the Ath 
letic Club and “flivvers at four” for a 
tour of the town winding up with a feast 
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Home Sweet Home 


It was a cold, dark, stormy night in Paris. An American 
citizen, his head bowed, made his way slowly down one of 
the lonely streets of the great city, seemingly oblivious to 
the rain and wind which raged about him. In his mind were 
thoughts of his home back in America—thoughts of his 
mother and father—thoughts of his childhood days. 


He turned into a narrow doorway and climbed a dingy stair- 
way to the garret in which he slept. There with pencil and 
paper before him and tears in his eyes, he gave to the world 
the song, “Home, Sweet Home”—the song which has been 
sung through the years and which will never grow old. 


That song made John Howard Payne famous, made him a 
great benefactor. And yet, today we have even greater bene- 
factors, the great army of Life Insurance Agents, for these 
men are protecting that Home, Sweet Home of which Payne 
wrote. 


Pan-American service includes an Educational Course which 
teaches the fundamentals of the business; a Sales Planning 
Department which secures prospects and arranges interviews; 
aid in organization building through its National Advertising 
Campaign; and a full line of low-cost unexcelled Life Policies, 
Substandard Policies for under-average lives, Child’s Educa- 
tional Endowment, Group Insurance and all forms of Acci- 
dent and Health Insurance. 


We have a few general agency openings for men not presently 
attached. 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE GO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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of reason and a flow of soul at the Fon- 
tenelle Hotel at 6 p. m. “Bob” says 
that the paid for quota for June will be 
cleaned up before the convention ends 
and winds up his announcement to all 
to come by saying “the requirement is 
easy of accomplishment.” Evidently 
Manager Spaulding has not lost any ot 
the Chicagoese which distinguished his 
editorial work on the “Organizer” pub- 
lished in the Darby Day office in 
Chicago. 


Following his retirement as second 
deupty of the New York insurance de- 
partment on July James M. Lown 
will again take up the practice of law, 
associating for that purpose with Hart- 
well Cabell, a well known insurance at- 
torney of New York City. 

Miss Lucy P. Morrill of the Boston 
general agency of the Equitable Life, 
a former president of the New England 


Women’s Life Underwriters Associa- 
tion, died at her home in Brookline 
Sunday. She was born in Amesbury, 





tHE N ATIONAL 


Mass., and during her earlier years 
taught school in Newton, Mass. She 
became connected with the Boston gen- 
eral agency of the Equitable 24 years 
ago and had been one of the consistent 
producers since that time. In 1920 she 
was elected president of the New Eng- 
land Women’s Life Underwriters’ Asso- | 
ciation, in which she was much inter- | 
ested. An operation a year ago and 
another more recently was the cause of 
her death, although she had continued at | 
her work until within a few days. 





_ 

Senator George W. Pepper, general 
counsel for the Penn Mutual Life and 
an honorary member of the Philadel- | 
phia Association of Life Underwriters, 
was awarded the honorary degree of 
doctor of laws last week at the cen- 
tennial commencement of Kenyon Col- 
lege at Gambier, O. Senator Pepper 
was at one time a professor at the 
University of Pennsylvania, teaching 
insurance and corporation law, and has 
achieved fame as an educator, lawyer, 
leader in religious work and member 
of the United States Senate. 











LF E AGENCY CHANGES | | 





pn eae | 








INDEPENDENT LIFE’S NEW MEN | and served for a time as county agent 


Nashville Company Is Extending Its 
Agency Plant by Making Some 
Excellent Appointments 


Daniel E. Beasley announces his con- 
nection with the Independent Life, of 
Nashville, Tenn., as district agency man- 
ager, ordinary life department, 
headquarters at Paris, Tenn. Mr. Beas- 
ley’s territory includes the counties of 
Henry, Stewart, Houston, Benton, Car- 
roll and Weakley. 

Mr. Beasley is a 
graduate of the 


native of 
College of 


| of 


Henry county, from which position 
| he resigned on account of illness. He 


| later engaged in commercial pursuits at 


Paris, but resigned that employment to 
accept his present position. 

The Independent Life announces the 
appointment of A. J. Mellon as special 


| agent, ordinary life department, at An- 
| niston, Ala. 
Mr. Mellon is a product of Clay 


with | 


| of 30. 
ge nton | 


and is a well experienced and 
successful life insurance man. He is 
a young man, being on the sunny side 
Being well connected and highly 
esteemed through this section of Ala- 
bama, Mr. Mellon is assured of the 


county, 


UN DERW ‘RI t ER 


SCA a in his present connection. 


His father for many years was clerk ot 
the court of Clay county. 


APPOINTMENTS ANNOUNCED 


Connecticut Mutual Life Has Made a 
Number of Shifts in Its General 
Agency Ranks 


Walter J. Stessel has been appointed 
general agent of the Connecticut Mutual 
at Springfield, Mass., for the western 
part of the state, and Vermont. He 
succeeds Harold S. Coil, who has re- 
signed to become superintendent of 
agencies for the Cleveland Life at its 
home office. Herbert D. Bard, who has 
been associated with Mr. Coil, and was 
particularly in charge of the agency 
interests in Vermont, will continue with 
the company. 

cc. Crumbaker will act as agency 
supervisor of the Connecticut Mutual 
at Indianapolis, following the resigna- 
tion of Baird & Crumbaker, general 
agents in that city. Milton A. Lofton 
will be the acting cashier for southern 
Indiana. 

Stanley 
Coffman, 





K. Coffman, of Shannon & 
general agents of the Connec- 
Barre, Pa., has 


ticut Mutual at Wilkes 

been appointed general agent at Ft. 
Wayne, Ind., for that portion of the 
state, except Lake county, lying north 


of the southern boundary areas of Ben- 
ton, Tippecanoe, Clinton, Tipton, Grant, 
Blackford and Jay counties. His ap- 
pointment follows the resignation of 
Baird & Crumbaker as general agents 
for all the state. Mr. Coffman has 
served as district agent in West Vir- 
ginia, and as general agent at Wilkes 
Barre. 

E. Robert Shannon, senior member 
of Shannon & Coffman, general agent at 
Wilkes Barre, Pa., has been appointed 
sole agent on account of the removal 
of Mr. Coffman to Ft. Wayne, Ind. 

Frank S. Vetter has been appointed 





|}nounces the 
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at Council Bluffs, Ia. He has lived at 
Grant, Ia., where his father is engaged 
in the mercantile business. Mr. Vetter 
has been at the Des Moines office, get- 
ting acquainted with the company’s 
practice. 





Edward W. Selvage 


Connecticut Mutual Life an- 
promotion of Edward W. 
Selvage from the Buffalo agency to 
general agent for Erie, Niagara, Chau- 
taqua, Cattaraugus and Allegheny coun- 
ties with headquarters in Buffalo. Mr. 
Selvage succeeds Clinton Davidson, who 
recently resigned. 


The 


JOHNSON GOES TO MANHATTAN 


Well Known Life Insurance Man Has 
Been Appointed Manager of 
Chicago Office 


M. D. Johnson, who has been con- 
nected for some months with the head 
office of the Great Northern Life of 
Chicago, has been appointed Chicago 
manager of the Manhattan Life to suc- 
ceed John Oliver Yerger, who has gone 
to Seattle, Wash., to become connected 
with the Bankers Life of Nebraska. Mr. 
Johnson before going with .the Great 
Northern was manager of the Chicago 
office of the Girard Life. In that con- 
nection he doubled the business of the 
company in Chicago. Mr. Johnson is 
an experienced man and has had a very 
active career in life insurance. 


Great Republic Appointments 


J. B. Schaubert has been appointed 
general agent of the southwestern de- 
partment of the Great Republic Life 
at Muskogee, Okla., and the territory 
in that state east of Oklahoma City has 
been assigned to him. He expects to 
devote the greater portion of his time 
to field work, and will be assisted in 
the office by W. L. Martin. 
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H. S. WOODWARD 
Hobson, Montana 


F. L. TUCKER 
1957 West University Ave. 
Transfer Bank Bldg., St. Paul, Minnesota 


F. B. ALLDREDGE 
213 City National Bank Building 
Omaha, Nebraska 


V. O. LAUNE 
501 Colorado Building 
Denver, Colorado 


A. P. OSBORN 


Kansas & Missouri 


801 Orear-Leslie Bldg., Kansas City, Missouri 


R. F. LEE 
2102 Magnolia Building 
Dallas, Texas 


Paid to Policyholders—Over $16,000,000.00 
Insurance in Force—Over $112,000,000.00 
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E. A. Smith last January. The inter- 
mountain district is now under the juris- 
diction of J. Stewart, who also has 
charge of the company’s north depart- 
ment in the capacity of agency super- 
intendent. 

G. A. Glasford 
district manager 
Seattle, Wash. 


been appointed 
the company at 


has 
tor 





ern company in that field. 


Indianapolis Life Appointments 


E. H. Caperton, former city manager 
at Indianapolis for the Indianapolis Life 


has been made manager at Cleveland, 
with offices in the Prospect‘Fourth- 
building. George E. Woods has been 


appointed general agent for the Indian- 


Leonard A. Spalding, retiring president 
of the Baltimore Lite Underwriters As- 
sociation, will succeed Ernest J. Clark 
as dean of the school of life insurance 
conducted at the Central Y. M. C. A. 
Mr. Spalding was nominated for the 
office by Mr. Clark. The work of the 
school attracted widespread attention 
during the last year and the coopera- 
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d the southwestern department of the} surance on a part time basis, and later | Of the commercial accident department ra 
Cou . lic Lif P have ened | became a ful e leita sail of the company, have consolidated in a Frank E. Hall, superintendent of 
er reat Republic Life, and have opene »ecame a full time representative of the partnership, Hawkins & Senesac general | °'dinary agencies of the Life Insurance 
+ 4 > Ty : . » . é ers " Ft 8 & sSenesac genersé . -- . " . 
t- an omnce in the First_ National Bank company. agency of the Pacific Mutual Life at | ©O™P&®) of Virginia, announces the 
s building in that city. These gentlemen a Springfield, Ill, and will cover the cen- | #PPointment of C. A. Loar and F. §. 
ire well known in the west Texas field, James G. McGinley tral and southern part of the state. A. M. Loar as Special agents at Huntington, 
iving represented one of the southeast- : om Dixson is to be cashier of the agency. WwW. Va They will report direct to him 
ern companies prior to forming their James G. McGinley has been ap- at the home office and will operate their 
resent connection. : pointed general agent at Omaha, for O. R. Gable agency under the style of Loar Brothers. 
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pee wae 2 -— star athlete at | . #. Sidinger Johnstown Proyt ge Ae announced 
iastings college, and after aviation E. P. Bidinger has been appointed 5 
work in the army followed the busi-| district agent for the Northwestern | ——— : 
ess of commercial flying for a time. He | Union Life of Ottawa at Waukegan, IIL, | 
i- is a recent recruit to life insurance, but to cover Lake, McHenry and the north- EASTERN STATES ACTIVITIES 
d made such a success that he won a dis- jern part of Cook county | | 
of trict manager’s baton. a —— - 
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. Wiese Gene Bilis Aaccheees : J PLANS OF BALTIMORE SCHOOL | and deserves the active support of every 
. Ppo J. F. Barker has been appointed gen- man who has the best interests of the 
d Richard E. Blood has been made dis-| eral agent ot the southwestern depart- . _ , profession at heart. About fifty per- 
r. trict manager for the West Coast Life j ment of the Great Republic Life, in Leonard A. Spalding, Retiring President sons took the course last season. 
at Salt Lake City, Utah, where he went | charge of some 15 counties in Oklahoma, of Life Underwriters, Succeeds William P. Stedman, who, in addition 
about six months ago to take tem-| with headquarters in Oklahoma City. E. J. Clark as Dean to his life insurance experience, has had 
porary charge of the intermountain | He is an experienced life underwriter broad experience in teaching in the Bal- 
territory following the resignation of | and has heretofore represented an east- BALTIMORE. MD. June 24,—| timore City College and the Baltimore 


Polytechnic Institute, will join the fac- 
ulty next season, giving the Monday 
evening lectures. 


LARGE AMOUNT NOW LOANED 





Metropolitan Life Has Released Im- 
mense Sums of Money to Farmers 


and for Building 








aplios Life at Houston, Tex., with | tion of every member of the association 
C. H. Taylor offices in the Chronicle building. in this important feature of the organi- —— 
e The Guardian Life announces the ap- — zation’s activity next season is urged. The Metropolitan Life has authorized 
n pointment of C. H. Taylor as manager Hawkins & Senesac | Teaching the science of life insurance | loans on bonds and mortgages amount- 
ot the Omaha agency. Mr. Taylor is a George Hawkins, general agent for the | and its distribution, the school is mak-| ing to $13,277,100, of which $2,518,600 
~ graduate of the University of Nebraska. | life department of the Pacific Mutual | ing real insurance men of raw recruits | were farm loans, and $10,758,455 were 
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ENERAL AGENTS 


WILLARD H. FOSTER 
440-442 Transportation Building 
Chicago, Illinois 
J. W. A. STAUDT 
925-936 Renkert Building 
Canton, Ohio 
R. W. BROOKS 
708 Finance Building 
Philadelphia, Pennsylvania 
THEO. J. SCHAUB 
1135 Fulton Building 
Pittsburgh, Pennsylvania 
CARL FINK 
905 Munsey Building 
Washington, D. C. ® 


ROYAL UNION LIFE 


INSURANCE COMPANY 
DES MOINES, IOWA 
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Continental Assurance Company 
Enters Kansas, Nebraska and Maryland 


Now operates in Alabama, Arizona, 
California, Colorado, District of Col- 
umbia, Illinois, Indiana, lowa, Kansas, 
Kentucky, Louisiana, Maine, Mary- 
land, Michigan, Minnesota, Missouri, 
Nebraska, New Jersey, Nevada, Ohio, 
Pennsylvania, Texas, Utah, Virginia, 
Washington, West Virginia and Wis- 
consin. 

The Continental Assurance Company 
writes Life Insurance. 

The Continental Casualty Company 
writes Health & Accident, Non-Can- 
cellable Disability and general Cas- 
ualty Insurance line. 


H. G. B. Alexander, President 
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A COMPLETE CHANGE 


in all our policy forms, rate book and dividend 
schedule is effective as of July 1, 1924: 


1. Full reserve values at end of the sec- 
ond and all subsequent years. 


2. Privilege of changing to a _ higher 
premium form of insurance by paying 
the difference in reserves after the fifth 
policy year. 


3. First annual dividend payable at the 
end of the first policy year conditioned 
only on the payment of the second an- 
nual premium. 


For ideal General Agency contract in Indiana, 
Michigan or Pennsylvania write the Agency De- 
partment. 


The Midland 
Mutual Life 
Insurance Co. 


“(Its Performances Exceed 
Its Promises’’ 


Columbus, Ohio 


-» 





Over $62,000,000.00 in force 
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housing loans and for business building. 7 represent an inning. The score will be 


The amounts of housing loans in Mem- 
phis, Tenn., and vicinity were $237,500; 
Roanoke, Va., $117,000; Raleigh, N. C., 
and nearby points for $192,000; Detroit 
and suburbs, $830,000; Chicago and su- 
burbs $380,300; Des Moines, la., $115,- 
400, Salt Lake City $163,850; Los Ange- 
les and nearby towns $606,500. The 
total amount of housing loans were on 
dwellings and apartments accommo- 
cating altogether 1,773 families, 
farm loans were scattered through 16 
states, chiefly in the middle west towns. 
The average rate of interest on all loans 
was slightly over 6 percent. 


Maryland Life’s “Ball Game” 


Under the direction of Charles G. 
Clabaugh, general supervisor of agen- 
cies, the Maryland Life is staging a 


“ball game” that is expected to stimu- 
late production and keep everyone in 
the organization on his toes for the next 
nine weeks. 

Each week during the campaign will 


the | 





counting each application as 
$1,000 and more scores % of 
14 of a run; $3,000, % of 
1 run; $5,000, 1% runs; 
$7,000, 134 runs; $8,000, 
2 runs, $9,000, 214 runs, $10,000, 2% runs, 

At the close of the campaign souve- 
nirs will be presented to each member 
of the winning team who scores at least 
two runs. 


kept by 
follows: 
a run; $2,000, 
a run; $4,000, 
$6,000, 114 run; 





Huebner Gives Life Insurance Message 


The message of 
presented strongly 
uating class in the history 
versity of Pennsylvania, numbering 
more than 2,000, and their friends and 
relatives, in the commencement day 
dress last week by Dr. S. S. Huebner, 
protessor of insurance and author of a 
widely-read life insurance textbook. Dr. 
Huebner, in his address, emphasized the 


life insurance was 
to the largest grad- 
of the Uni- 


ad- 


value of life insurance in individual 
thrift and in the economic system of 
the nation. The address was published 


in all the Philadelphia newspapers. 
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HAS DECREASED ITS LIABILITY 


Northwestern Life of Omaha Set Aside 
All Dividends on Its Charter 
Policies as Liability 


In a recent issue a misunderstanding 
might follow the reading cf the story 
regarding the Northwestern Life of 
Omaha, and the dividends paid by it on 
its original charter policies. These div- 
idends are very liberal and naturally the 
premium income on the old business is 
decreased quite a bit. The dividends in 
practically all cases exceed the amount 
of the sixth annual premium. President 
Clyde G. Smith explained that these 
dividends have all been set aside prior 
to this time and have been carried as a 
liability. Therefore, the payment of the 
dividends simply decreases the liability. 

He says: “The fact that the North- 
western is able to pay such large divi- 
dends is a recommendation for the com- 
pany and management. The pay- 
ment of these dividends in no way af- 
fects the solidity of the company. It 
certainly holds down our lapse ratio.” 

The Northwestern Life making 
progress in every direction and 
fluence felt in the field. 
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Mutual Life’s Sioux City Meeting 


50 field men of the Sioux 
Field Club of the Mutual 
Life of New York attended the second 
annual convention last week at Sioux 
City, Ia. Delegates from Iowa, South 
Dakota and Minnesota were in at- 
tendance. 

The convention opened with an ad- 
dress of welcome by J. F. Trotter, man- 
ager of the Sioux City agency. He 
was followed on the speaking program 
by S. B. Hopkins, superintendent of 
agents. Other speakers included B. T. 
Stapleton, Sioux Falls; Fred C. Drake, 
Mitchell, S. D.: Dr. Harold Brown, 
Sioux City; W. F. Moore, Sioux Falls, 
Robert Henry, Volga, S. D.; Frank 
Sloutsky, Sioux City; C. S. Anderson, 
agency cashier; H. A. Nelson, Sioux 
Falls; T. A. Husband, Milbank, S. D 
in their communities and op 
attitude towards business condi 
ed by D. P. Mahoney. 
Sioux City Chamber of 
spoke to the salesman 
banquet Tuesday night 
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New Plan to Cover City Employes 
J 4 


Travelers 
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week until the yearly premium has been 
made up, when he will forward a check 
for the total amount to the Travelers 
agent. A brief physical examination is 
all that required of the employes. 
Most of the employes will elect to 
accept the insurance, which is in no way 
compulsory. . 


is 


Yaudas Joins Department 
MADISON, WIS., June 23.—Loyd J 
Yaudas, a graduate in the course of com- 
merce in the University of Wisconsin, 
has been appointed by W. Stanley Smith, 





commissioner of insurance, as one of 
the insurance examiners in the depart- 
ment. Mr. Yaudas made a specialty of 
insurance problems at the university. He 
takes the place of George Leonard, who 
has resigned to become connected with 
the Chicago Fire & Marine Fred 
Weidenfeller, who has been doing part 
time work in the insurance department 
while attending the university will on 
June 24 beeome permanently connected 
with the insurance department Both 
appointments were made from the civil 
service list. 
Mississippi Valley Notes 

The Des Moines Life & Annuity has 
entered Missouri. 

The annual picnic of the Central States 
Life of St Louis was held at Barn- 
hardt, Mo., with some 60 home office 
employes participating 

About 300 members of the Lincoln 
National Life Social & Athletic Associa 
tion participated in the early summer 
gathering of that organization held in 
the company’s building at Fort Wayne 
A roof garden party will be held later 
in the season as part of the series of 
monthly gatherings that have been 


planned 


Will Dedicate New Building 


The new 18-story home office building 
of the Equitable Life of Iowa will be 
formally dedicated at the company’s 
housewarming in Des Moines, June 24 
25 More than 300 agents and their 
wives are expected at the Des Moines 
meeting and plans are being formulated 
to make the housewarming the biggest 
bration in the history of the com 

\bout 200 agents who will attend 
housewarming are members of the 
clubs of the company, and 
following the housewarming 
Bemidji, Minn., for a two 
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Uni- Great Southern Life of Dallas was held | Richmond for the Penn Mutual, were : end lr gy Sy a a oe business on per man basis. New 
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loves. uring the first five mont! 

‘t to that more than $5,250,000 of 

, way was written in May Phe 

. ten the first five months of the 

$6,000,000 more than tor the same 
last year. The business writtet 
efore the convention started 

d J than $3,000,000, which brought 

com- pany’s business in less than 

aia of 1924 to more than $18,000,000. 

me The company expects to write $35,- 

part 000,000 to $40,000,000 of busine ss in 1924 





ty of [The year looks like a banner one for 
He actual production, company officials said 
who — 
with . ’ | 
Fred Nashville Agency’s Great Record 
a The Nashville agency of the Massa- 
on chusetts Mutual Lite in May placed 193 
; on = , 
abel policies for $1,040,150 of lite insurance 
mer represents a gain of over $1,000,000 over 
a in the corresponding period of last year. 
yne . “ * . 
ater 1. H. Smith and Frank M. See are man- 
s of agers of the Nashville office. 
been 
Has Low Rejection Rate 
The Texas organization of the Stand- | 


rd Lite of St. Louis, headed by H \ 
"we Wittliff, state manager, which led all « 
the Standard Life state organization 
4 in May, has the remarkable record o 

heit having but $17,000 of the first $1,500,000 I ( 

nes sent to the company rejected rhe nsurance oO. 


vreater portion of the Texas business is 


Both ind took third place for the United 
civil States, the only agencies leading being 


New York and Chicago, the former 
having 174 policies for a total of $1,284,- 
110 and Bokum & Dingle of the latter 
133 policies for $1,124,554. 








has Che first five months of the vear, 
‘ates the Nashville agency has delivered 852 
arn- policies for $3,451,495 of insurance, tak- 
ritice ing fifth place for the United States, 
coln rs being led only by New York, Chicago, 
cia Cleveland and Providence, R. I. This 
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The board of regents of the Univer 


ity ot leNxas has allowed a general 


- nerease im salaries Ot university em 
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them lite msurance Che regents were 
nterested by Walter Fisher ot Austin 
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An Old Line Legal Reserve | 
Company has desirable General | 
Agencies available in_ Illinois 
and Missouri for men who can 
furnish records as producers and 


organizers. This is an unusual 





opportunity for the right men. 
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Care The National Underwriter 
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Over 114 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1916 Jan. 1, 1924 
ee 3 7,804,230 § 40,113,271 
Policies in Force... $03,302 1,552,803 
Insurance im Force 73,455,636 351,149,583 





moe ve opportunities open to competent agents in Ohio, Indiana, 
ntucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 














A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual. Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 





INCORPORATED IN 1851 














i PACIFIC COAST AND MOUNTAIN FIELD 











FARMER BUSINESS DIFFICULT 


Bankers Are Taking Advantage of the 
Situation in Order to Help Their 
Institutions 


Satt Lake City, Uran, June 
Assistant Manager Ephraim T. Ralphs 
of the Beneficial Life of this city states 
that drought conditions in both Utah 
and Idaho have only been partly relieved 
and that farmer business is still very 
difficult to obtain. Another difficulty 
which underwriters in this city speak of 
is the manner in which country bankers, 
in an effort to get partial payments at 
least on the farmers notes held by them 
are urging that loan or surrender values 
be asked for. Some bankers have had 
the nerve to write to the companies ask- 
ing the values on policies held by some 
of their depositors and borrowers. The 
practice of some companies of having 
premium payments made at banks has 
also operated to their disadvantage as 
the banker is often an agent of another 
company and contracts are twisted by 
the banker with a knowledge of what 
his depositor has in the way of life in- 
surance and when premium payments 
are due. 

A country banker in Utah the other 
day was offered a premium note by an 
agent. In answer to the agent’s inquiry 
as to whether the note was deemed one 
satisfactory to the bank and would be 
discounted the banker said “yes, but see 
here, you are getting 50 percent com- 
mission on this premium and I want 
half of that or we do not want the 
note.” The agent, probably thinking | 
that half a loaf was better than no bread | 
was obliged to accept the situation. The 
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bank he represented, the usual discount 


rate. Such practices are reported to b: 
quite common in several states. 
Moves Office to Spokane 

The Pacific Mutual Life has opened 


offices in the Paulsen building, Spokane, 
Wash., with John W. Carey of Missoula 
in charge of the life and non-cancellable 
income departments and J. A. Wyard 
of Spekane handling the monthly pre- 
mium accident and health department. 
This means that the company’s business 
in Montana, northern Idaho and east- 
ern Washington, which heretofore has 
been handled by Mr. Carey at Missoula, 
will be transacted in the future in Spo- 


kane. 

E. R. Edgerton, who has been dis- 
trict agent in Spokane and who ar- 
ranged the details of the change oi 
office, will continue to be associated 
with Mr. Carey as heretofore. 

Mr. Carey went to Kalispell eight 


vears ago as special agent of the Mutual 
Life and became general agent for the 
Pacific Mutual three years ago in Mon- 
tana. One year ago the company, in 
recognition of his success, added eastern 
Washington and northern Idaho to hi 
te rritory. 


Will Go to Alaska 


The annual agents’ convention of the 

3eneficial Life of Salt Lake City, Utah, 
will be held during a trip to Alaska 
Every $100,000 of paid business sent in 
by agents of this company entitles him 
to one round trip ticket with all ex- 
penses paid and many agents have al- 
ready qualified for tickets for themselves 
and the wife. At the present time it is 


banker not only took half of the com- | certain that a party of 75 will star 
mission for himself but charged, for the July 21. 








; IN THE ACCIDENT AND HEALTH FIELD 








PROGRAM IS COMPLETED, FACE HARD WISCONSIN FIGHT 





Banquet Speakers Are Named for the 
United States National Life & 
Casualty Convention 


Vice-President C. H. Boyer of the 
United States National Life & Casualty 
announces the program for the third day 
of the agency convention to be held at 
the Edgewater Beach Hotel in Chicago, 
July 24-26, and also the banquet speak- 
The the first two days 


ers program tor 

has already been printed. Mr. Boyer 

expects 500 delegates trom 40 states 
Che banquet speakers are Albert M. 

Johnson, president of the Company; J. 

4. O. Preus, governor of Minnesota; 

Dr. W. A. Granville, educational direc 


company; C. M. Cartwright, 
NDERWRITER; J. J. Krist, 
company; T. W. 


company 


tor of the 
THe NATIONAL | 
vice-president of the 
Leonard, vice-president of the 





Accident and Health Companies Pre- 
paring for Further Contest at 
Next Legislative Session 


MILWAUGEE, WIS., 
While accident and health companies 
operating in Wisconsin have won out 
in the courts in their contest with Com- 
missioner W, Stanley Smith of this state 
over attempt to require all compa- 
nies to use a standard policy form, dic 
tated by him, it has become increasing] 
evident that the commissioner has by 
no means given up the fight and that 
the companies will face the hardest fight 


June 24 


his 


along that line at the next session ot 
the legislature that they have had for a 
number ot years Bills of this sort 
have been introduced at every legisla 
tive session recently, but Commissioner 
|; Smith is apparently prepared to make 
a harder tight on behalf of his pet 
measure than has been conducted at 
any of the previous sessions. He pub 


Part of this banquet program will be} 
broadcasted by the Edgewater Beach 
Hotel station 

The third day’s program 1s 

Third Day, July 26 
Morning 

Educational Activities Mducational 
Director W. A. Granville 

(jroup Insuri ames 1. T. Wagner, Group 
kxecutive ‘ ‘ Merrill, Cineinnatil 
Manager 

Pianes for the Future e if hover 
Vice-President and General Manager 

Afternoon 

Sectional Meeting of Weekly Life 
jealtl ind Accident Mepresentatives 

School Alumni Association Meeting 

Dr. t.. DD. Robertson, medical director 
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its meeting here last week 
Will Show Claim Data 

Ihe commissioner's demand for 
change 1 apparently based entirely « 
the complaints in regard to claim set 
tlement which he says are received 
his ofthese lt his tight in the legisla 
ture is made along this line, the com 
panies will be prepared to combat it by 
the presentation of the actual record 
ot the cases on which complaints have 
been made. to the Commissioner, show 
mige that the ettlements made were 1 


| terms ot the 
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ince with the 
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the companies could not be expected | Some decrease, but the renewals are 
to pay any more than they have, but | ?°!ding up remarkably well and the 
" ‘i 7 lapses are probably less in proportion 
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mor 
still cases of this sort are included in| than gor several years. Eleven million people within two 

| 





the list ol those on which he bases his The claim situation is also very satis- hundred and fifty miles of our Home 
demand tor policy “reform. factory. February and March last year Offi ] 7 f itv f ‘ 
ount Defects in “Standard” Policy brought a flood of claims, but there was ce— plenty 0 opportunity or a 


o t f no repetition of that experience in the good man. 
It will also be shown that the so- | corresponding months this year. In fact, | 

4 called standard form, the adoption of | one company reports that its claims for | We still have a few good openings. 

which by all companies was demanded | February were only 30 percent of those | 

by the commissioner, contains provi- | f°" the same month last year Direct General Agency Contract—lib- 

sions that it would be absolutely im- | eral commissions—but we are **hard- 





ened vossible for any company to carry out. Companies Bein ami ol (ELI : 

cane, For example, in the section dealing with .) =. at : - oo = . ~ patina boiled"’ on advances. 
; campile, ng The Kansas, Missouri, Illinois and Iowa | Over a mill " 

oula the principal sum, it would require pay- | departments are examining the casualty | paid t0 policyholder: 

lable ment to be made in case of any death | department of the National Life, U. S. A., , 

yard resulting from accidental injury, without | and the United States National Life & 


. any time limit after the injury within | Casualty Ol UMBIA | IFE 
1ent. 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE [INSURANCE COMPANY 


Burlington, Iowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
169 N. La Salle'St. 
Telephon. State¥7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
23 South La Salle Street, Chicago 
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was brought by the Time Insurance Com- 
pany, seeking to require the commis- 
sioner to renew its license which had 
been denied pending the changing of all 
accident and health forms to comply 
with the interpretation of the insurance 


NATIONAL 


UNDERWRITER 


| commissioner on the standard policy law. 
| The commissioner seeks a _ rehearing 
| from the issues raised by the demurrer 
filed or, in the event of the denial of 
that motion, permission to file an answer 


| 
to the plaintiff's complaint. 








LIFE POLICIES | 
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Policy Literature, Rate Books, etc. 





PRICE, $3.50 and $2.00 respectively. 


| 
| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Digest” and ‘Little Gem,”” Published Annually in May and April respectively. 


Supplementing the “‘Unique Manual- 


| 











HAS SPECIAL ORDINARY FORM 


Pan-American Puts Out $5,089 Policy 
With Low Premiums for 
Five Years 


The Pan-American Life has issued a 
new speciai whole policy with low rates 
the first five years and an increase there 


after. It will be sold in amounts of 
$5,000 On account of its low cost, it 
will be issued only to high class pre- | 


ferred risks The monthly income dis- 


ability feature may be added to this 
pelicy, upon payment of an extra pre- | 
mium rhe flat rates are as follows 
First 5 After 5 
\ge Years Years 
1h $9.83 $12.85 
Mal) 10.56 14.2% 
2 11.51 16.15 
30 12.75 18.55 
8G 14.42 21.71 
1) 16.8% 26.19 
15 20.5% 32.62 
fo 26.81 4: 2 
1) 35.61 5 
60 $7.84 





Liberty National Life 


The Liberty National Life has issued 
rates for ages 10 to 19. The policies are 


on a non-participating basis The rates | 


above 14 include total disability provid- 
ing waiver of premiums at $10 monthly 


income Rates are as follows 


Ord 20-Pay 20-Yr 
\ge Life Life End 
oe sesee $12.80 $20.41 $40.40 
De «sen eoncnts 12.85 20.46 $0.45 
Se eseeneas 12.90 20.51 40.50 
a weaves 12.95 20.56 $0.55 
14 13.00 20.61 40.60 
BD ovcevcoeaaes 14.05 2 41.65 
BO essesnes . 14.30 41.70 
Se sevewennae 14.58 $1.75 
BS 6<6eesecnecs 14.86 41.82 
EP cteconssacs 15.15 41.87 





Central Life, Illinois 


The Central Life of Illinois new rates 
for ages 10 to 19 are as follows 





Ord. 20-Pay 20-Yr. 
Age Life Life End 
oF Kaw $12.60 $19.80 $41.45 
Se sseaes d 20.05 $1.50 
BB ceceesene 20.30 $1.55 
13 20.60 41.60 
14 20.90 41.65 
15 21.20 41.70 
16 21.50 $1.75 | 
eres 21.80 41.80 
Me sews an 22.10 $1.85 | 
19 ‘ 14.90 22.45 $1.90 


The company has also issued a child's 
20-year endowment with death benefit 
increasing from $100 at age 2 to $1,000 at 


age 12 

Age Prem. Age Prem. 
” 8 $41.02 
3 9 $1.22 
1 10 $1.37 
5 11 41.46 
6 Se weonvees $1.51 





The child's educational endowment ma- 
turing at age 18 is payable in four equal 
anual installments and has increasing 


insurance, Rates are as follows 


Age Prem Age Prem, 
D aeam kwee $48.62 s $86.73 
; 52.95 o a . 7.84 
‘ 57.82 0. 111.64 
P csvace 63.42 11 129.31 
6 69.94 P4 152.76 
7 sacmnaes 77.59 

For an extra premium, which varies 


with the age of the child and the parent, 
waiver of premium clause may be in- 
cluded, 


Travelers 
The Travelers since June 1 has reduced 
its semi-annual and quarterly rates 


| The new rule is as follows: For semi- 
j annual premium add pereent to the 
|}annual premiums and divide by 2. For 
|} quarterly premiums add percent to 
the annual premiums and divide by 4. 
| For monthly premiums add 4 percent to 
the annual premiums and divide by 12. 
This will apply to all policies issued on 
und after June 1, 1924, but not to policies 
issued prior to that date 


1 


Continental Life, ~ =. 


The Continental Lif ly. ¢., has issued 
nent, increas- 


juvenile 20-year endow 
ingg Insurance to ter Vveat and $1,000 
thereafter Rates for six months old 
$39.89; one year, $40.70; two year, $41.02; 


three year, $41.22; four ear, $41.34; five 
vear, $41.46; six year, $41.57; seven year, 
$41.66; eight year, $41.73; nine year, 
$41.80 


Public Life 
The Publie Life of Chicago has an- 
nounced rates for payment 
premiums on the following forms, with- 
out disability or double indemnity 


monthly 


i 

Whole 20-Pay. 20-Yr 
Age Life Life End 

| 15 $1.25 $1.92 $3.78 

, 26 1.38 O08 3.81 
Se eseecacnewales 1.54 2.26 3.84 
30 1.76 2.48 5.89 
ere 7.0 2.76 97 
BO avcoseeennnns 2.39 5.10 4.09 
to 2.80 3.54 1.50 
TD) 3.56 4.12 4.66 
” 1.4% 4.92 5.26 
60 5.77 6.05 6.22 


United Life and Accident 


Rates on the United Fidelity Life of 
Texas for two new forms have been is- 
sued. The following are the rates on the 
20 payment life coupon policy with and 
without disability, with settlement 
options at five-year ages, also life ex- 
pectancy term: 


20-Pay. Coupon 
Without With 
Age Disability Disability 
15 ws ° $27.34 $28.56 
=!) 29.39 q 
25 1.85 < 
71) 4.76 26 
th 8.34 40.16 
i $2.79 $4.80 
5 $8.52 61.12 
a1) 56.17 59.58 
me dew ieee ean , 66.69 71.36 
Ee eer ee . £2.60 
Life Expectancy Term 
Without With 
Awe Disability Disability 
. eee $12.83 $13.87 
er oe% eee . 13.84 15.03 
30 “ale ew “ 15.41 16.81 
I San a at co eda 17.98 19.65 
10 : 21.89 23.94 
5 ‘ 28.49 31.06 
0 37.07 40.40 


Volunteer State Life 


The Volunteer State Life has revamped 
its line of policy forms, revising the 
makeup and adding liberalized 
benefits In the future the war clause 
will be eliminated and the disability 
clause will provide a waiting period of 
only three months 


seme 


United Fidelity Life 
The United Life & Accident has in- 
creased its net retention from $5,000 to 
$7,000, 


National Savings Life 


The National Savings Life of Wichita, 
Kans., is issuing an ordinary life endow- 
ment at age 85, non-participating basis, 
with premiums payable monthly in con- 
nection with a building and loan associa- 
tion, similar to the bank plan of insur- 
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ance The company anticipates consid- 
erable success with this plan. 





Mutual Life of Illinois 


The Mutual Life of Illinois has 
changed the grace period from “one 
month” to “one month, not less than 30 
days.” 





Home Friendly 


The Home Friendly of Maryland is 
now preparing an adult policy which 
will be written at ages from 10 to 55 
next birthday. Other contracts are in 
contemplation It has just issued an 
infantile 20-payment life policy which 
is now written on lives up to 9 years. 
The company has entered Delaware, 


Home Friendly Appointments 
J. E. Effland has been appointed as- 
Sistant superintendent at Cumberland, 
Md., and R. D. North, assistant superin- 
tendent at Easton, Md., for the Home 
Friendly of Baltimore. 


Home Life, N. Y. 


The Home Life of New York has is- 
orporation form of policy This 
form has the same standard provisions 
as the other forms 


sued a 





Register Life 
The Register Life of Iowa has re- 
moved occupational and travel restric- 
ticns from policies 





WITH INDUSTRIAL MEN 








NEWS FROM THE PRUDENTIAL 


Number of Men Are Given Special 
Mention by the Company Owing 
to Their Work 


The cotton looms are closed in Fall 
River and only one-fifth of the popula- 
tion is working and have been since the 
first of the year, but the Prudential rep- 
resentative, Alvin S. Mullen, evidently 
has not heard of the “hard times.” Each 
week he has been credited with an in- 
dustrial increase and also has substan- 
tial ordinary writings. 

Agent Patrick Clark of the Worcester 
Mass., district, has been in the Pruden- 
tial service for eight years, but is lead- 
ing a large number of the youngsters 
to the wire, both in industrial and ordi- 
nary new business results His debit 
is large and is kept in first-class shap< 
Norton, agent in the Elmira 
N. Y., district, was appointed on Aprt! 
28, 1924, and since that time has written 
a nice line of industrial business It is 
further noted that a reduction has been 
made in the arrears existing on the 
debit and the advance payments have 
been improved. 

Agent R. J. Greene of the Auburn, 
N. Y., district, is doing very nicely in 
industrial, having to his credit a larger 
increase than is credited to any agent 
in the district 

Joseph Sharp recently appointed su- 
perintendent of the Halifax district en- 
tered the Prudential service Sept. 27, 
1909, as an agent at Hamilton, Ont 
After serving in this capacity for two 
years he was made assistant superin- 
tendent at the same point. He served as 
an assistant in this district up to Sep- 
tember, 1914, after which he was trans- 
ferred to the London, Ont., district He 
became agency organizer at Sault Ste. 
Marie when a vacancy occurred in that 
district In view of the transfer of Su- 
perintendent Alves of the Halifax dis- 
trist to the Toronto No. 1 district, the 
possibility of further promotion for Mr 
Sharp presented itself He is now in 
charge of the Halifax district. In line 
with the promotion of Mr. Sharp to the 
rank of superintendent at Halifax, R. J 
Geddis steps in from the Toronto No. 1 
assistancy and assumes the duties of 
agency organizer at Sault Ste. Marie 

Joseph J. Reis, agent in Baltimore No 
4, again leads Division N in industrial 
net increase. He is making an enviable 
record in this branch, having also led 
the Division in industrial for the year 
1923. His ordinary record and condition 
of account shew that he is also paying 
attention to t.lese features of his 
agency 

Agents Anthony J Schaefer of 
Memphis, and Carl Carnes of Birmine- 





1924 


sid- 


is- 
‘his 


ons 





XUM 
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ham, are 
tendents 


appointed assistant superin- 


in their respective districts. 


William C. Young, assistant superin- 
tendent of the Prudential at Seymour, | 
Ind., will leave June 27 for Paducah, 
Ky., Where he will take charge June 30 
ot a much larger territory as district 
superintendent His field will include 


southern Illinois and 
with 27 agents and 
superintendents under his 


western Kentucky, 
eastern Missouri, 
ive assistant 
supervision, 

Mr. Young went 
1912, as an agent 
was made assistant 
Jackson and Scott 
tory. Under his 
ness has grown 
trial premiums 
more than $1,000 
at that time about $300,000 
in force in the two counties 
been raised to over $1, 

W. 8S. Boswell of Brownstown will 
succeed Mr. Young and J. M. Tabor of 
Scottsburg will succeed Mr. Boswell 

¢. W. Wilson of Clinton, Ia., who 
been made superintendent of the 
tumwa office in charge of the Oskaloosa 
and Burlington branches, was honored 
at a farewell dinner arranged by the 
men with whom he had been associated 
during his eight years in that office 
Fifteen Clinton staff men were the hosts 
and there was a large delegation from 
nearby towns. Mr. Wilson will have 
supervision of the Prudential in 18 
southeastern lowa towns. 

A. A. Hoffman, superintendent of the 
Prudential at Springfield, Illl., associated 
with the company 20 years, was honored 
at a banquet last week at which district 
superintendents from adjoining agencies 
were present and 51 members of the 
local agency were guests Among the 
guests were George W. Williams, 
ark, N. J., division manager; S. Stanley 
Marshall, Peoria district superintendent; 


to Seymour Aug. 5, 
and on Dec. 1, 1913, 
superintendent with 
counties as his terri- 
supervision the busi- 
until the weekly indus- 
“amount to 
per week There was 
of ordinary 

This has 
500.000 


has 
Ot- 


Dr. O. B. Babcock, who resigned as 
medical director after 25 years, and a 
score of others. 

Assistant William F. Lederer of the 
Philadelphia No. 4 district, and Assistant 
Edward R. Casey of the Philadelphia No, 
1 district were recently promoted to 
their present positions 

Agent Lewis W. Tombleson of the 
Bridgeton, N. J., district, has the distinc- 
tion of leading the agency force of Di- 
vision D in ordinary net new business. 

Superintendent Charles Gronquist of 


hte Philadelphia No. 11 district holds the 
position of pace setter of Division “D” 
in lowest percentage of ordinary net 
cancellations to amount in force (weekly 


basis). 


The Escanaba, Mich., agency organiza- 


considerably | 


New- | 


LIFE 


been discontinued as such and 
district, dating from June 16. 
Agency Organizer Henry J. Van Wolvlear 
is promoted to the position of superin- 
tendent at Escanaba. 


tion has 
imade a 


Agent George P. Casey of Escanaba, 
Mich., is advanced to the position of 
assistant superintendent at Escanaba 

Superintendent Albert F. Qwens of the 


Traverse City, Mich., district was given 
a business meeting and dinner at the 
Golf & Country Club in henor of his 
completion of 25 years of continuous 
service with the company. 

Agent Clarence N. Harris of the De- 
| troit No. 1 district is showing good re- 
sults in ordinary and is listed among the 
company's leaders in net issu¢ 

Agent Lester W. Parr of the Madison, 
| Wis., district, is evidently out for dis- 
| trict leadership this year in ordinary net 


issue. 





Fort Wayne Prudential Picnic 


| The annual picnic of the 
the Fort Wayne, Ind., district of 
Prudential was held at Myrtle Glen 
Fort Wayne, Huntington, Wabash, Peru, 
| Kendallville, Garrett, Decatur, Bluffton, 
Rochester and Warsaw were repre- 
sented About 200 were in attendance 
' 


employes of 
the 





‘ Honor Metropolitan Baltimore Veteran 


A medal emblematic of 20 years of 
| continuous service was presented to 
| Clarence E. Smith, assistant manager of 

the Homewood district, Baltimore, by 
the Metropolitan Life last week 

The company disclosed in a statement 

that more than $00 men and women in 
its employ have been in service more 
than 20 years. 





Mack Goes to Chicago 


George W. Mack, home 
of the northern division 
& Southern Life, has 
superintendent of the Chicago Cicero 
district. He started with the company 
in 1912 and has made steady progress 
|S. E. Johnson, superintendent of Chi- 

Cicero, is transferred to Indian- 


cago 
apolis South 


office 
of the 


inspector 
Western 
been appointed 


Louisiana Bill Withdrawn 


The bill introduced in the Louisiana 
legislature by tepresentative Cobb 
which would have required industrial 
companies to give 90 days written notice 
to the assured before lapsing a policy 
was withdrawn by the author when it 


came up in committee. 








NEWS OF LOCAL ASSOCIATIONS 
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SIMPSON NAMED PRESIDENT 
Succeeds Frank L. Jones as Head of 
Life Underwriters Association 
at Indianapolis 





INDIANAPOLIS, IND., June 24. 
Paul W. Simpson, manager of the Aetna 
Life, was elected president of the In- 
dianapolis Association of Life Under- 
writers at the annual meeting, succeed- 
ing Frank L. Jones. A unique program 
marked the last meeting of Mr. Jones’ 
strikingly successful administration. It 
was designated “participation meeting.” 
A number of groups of stunts were put 
on in the form of contests and the au- 
dience determined the winners by the 
measure of applause which was produced 


cock, the two contesting teams, did so 
well that the judges awarded them equal 
recognition. Four offices entered quar- 
tets in the singing contest, the Peoria 
Life entry taking first prize. Retiring 
President Jones was given a demonstra 





by each. Clarence Sweeney of the State 
Life opened the program with several 
amusing selections. R. H. Habbe of the 
Massachusetts Mutual won two prizes, 
each a year’s membership in the asso- 
ciation, one for the short essay on 
“How I Profit from the Association” 
and the other for the best essay on “The 
Settlement That Brought Me Greatest 
Satisfaction.” Edgar Webb of the 
Equitable of New York won first prize, 
also a membership, in a field of five for 
the best essay “Results from My 
Best Pivot Case,” John E. Spiegel tak- 
ing second prize. <A clever stunt that 
gave two teams opportunity to afford 
plenty of fun was “The Ideal Prospect.” 

Dickerman and Calland of the Guardian 
Life and Habbe of the Massachusetts 
Mutual and Traylor of the John Han 


best 


on 


tion of approval for what all conceded 
to be the best year the association has 
ever had 

Other officers elected were: Otis E 
Logan, Provident Mutual, first vice 
president; R. H. Habbe, second vice- 
president; secretary, Grant A. Sharpe, 
Phoenix Mutual; treasurer, Guy \ 
Ramsdel, Mutual Life, New York; di- 
rectors, Joe Caperton, Indianapolis Life, 
Guy A. Ramsdel and R. H. Habbe 
Frank L. Jones was elected member of 
the national committee 

* * 

San Francisco, Cal.—Paul K. Judson 
' first vice-president of the Northern Cali 
fornia association, has been nominated 
for the presidency of the association to 
succeed A. V. Bayley, Jr.. whose term 
expires this month Other nominations 
are Kellogg Van Winkls assistant 
agency manager of the Equitable of 
New York first vice-president M F. 
| Branch, agency director Western States 
Life, second vice-president; A. P. Conk 
lin, Mutual Life secretary George t 
Tryner, Pacific Mutual Life treasurer 
The annual meeting of the association 
will be held June 27 with a banquet in 
the restaurant of the Metropolitan Life 
Pacific Coast headquarters building 
The Metropolitan Life men will act as 
a reception committee to escort visitors 
through the building George W. Ayars 
president of the Los Angeles association 
i will be the principal speaker Other 
i speakers include E. H. Lestock Gregory 


INSUR. bannie E 


EDITION 
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general agent for the Aetna Lite; | tual; secretary-treasurer, Earl Mercer, 


George Leisander, general agent for the 
Guardian Life ,and J. B. Duryea, general 
agent Penn Mutuai Life. Soi J. Vogel 
of the New York Life will have charge 
of the musical program, 

At least 100 members of the 
association in San Francisco have 
up to go to the National 
convention in Los Angeles 
Parties have been organized 
steamer and by automobile 
x «x «* 
Ma.—The Greater 
sas City Association elected officers at 
a luncheon meeting June 20 as follows 
President, A. E. Myers, Phoenix Mutual 
Life; first vice-president, A. C. Sweeny, 
Mutual Benefit; second vice-president, 
George B. Metzger, Northwestern Mu- 


local 
Saeen | 
Association 
next month 
to go by 


Kansas City, Kan- 


| 


| 


Reyal Union 
tiring 


president, has 
ciation for nine 
tary one year 
committee 
A careful 
operative 
had been 
of the 
port at this 
were adopted, 
committec 
the program of 
be undertaken. 
gested progra 
paizn in one 
week, using 


made 


ne 


Mutual. S8. C, 
president, 

national committee. 
been 


association, 
meeting, 

recommending 
continue 


educative 


Pearson, 
was elected to 
active in the 
years, serving 
and 


of the 
of life 
by a special 
which 
and 


insurar 


resolutic 
that 
its work, 
cooperative 
The tentatively 


wspaper, three 
material 


re- 
the 
Mr. Myers, the new 
asso- 
as secre- 
having numerous 
chairmanships 
survey 
advertising 


subject of co- 


1ce 


committee 
made its re- 


ons 


the 
and that 
advertising 
suc- 
m involves a 26-week cam- 
times a 
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Exceptional Contracts. 





F. W. DALTON, President 





Write Home Office 


NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 


Some Choice Territory 














Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








WINTHROP M. CRANE, Jr., President 








JOHN BARKER, Vice-President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 


FREDERICK H. RHODES, Vice-Presiden 








ARCHITECTS 


Under Our Service: 
tion. 
are made. 


average time required. 


A. MOORMAN & COMPANY 


ENGINEERS 


Financial and Insurance Buildings 
A Nation-wide Service 


BUILDERS 


One organization is responsible for the entire opera- 
The cost is determined before the final working plans 
The construction period is usually about one-half the 


Finer workmanship is possible because of our special- 
ization upon monumental types of buildings. 


Sixth Floor, Chamber of Commerce Bldg. 
Saint Paul, Minnesota 
A pamphlet explaining the scope of our service sent upon request. 











}: Cc. MAGINNIS, President 
- BARRY MAHOOL, Vice-President 





J. N. WARFIELD. 
Dr. J. H. IGLEH 


Eureka-Maryland Assurance Co. 
Of BALTIMORE, MD. 


Incerporated Under the Lawe of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 


., Secretary-Treasurer 
RT, Medical Director 
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columns wide by five inches deep. 
would be around $5,000. 
x * 

Fort Wayne, Ind. _The first annual 
sales congress of the Life Underwriters 
of Northeastern Indiana was held in Fort 
Wayne Friday at the home of the Lin- 
coln National Life. This meeting was 
the first attempt to have any greater 
gathering of the life insurance men 
of northeastern Indiana than monthly 
meetings in the various towns of the 
section More than 150 attended 

The afternoon session was devoted 
entirely to addresses and discussions of 
sales work and problems, led by 
experienced life insurance men of north- 
ern Indiana. This session was closed 
in time to allow the members in attend- 
ance a few minutes of recreational time. 

James W. Haughton, president of the 
Life Underwriters of Northern Indiana, 
presided at the afternoon meeting and 
gave the address of welcome. 

The banquet was served at 6:30 p. m 
and was followed by an address by 
Frank P. Manly, president of the Indian- 
Lifé 


three 
The 


cost 


sales 


apolis 


x * 


Davenport, Ia. SS. W. Sanford was 
elected president of the Davenport 
ciation at its election at the June 
ing Mr. Sanford succeeds A, W. 
Houten, who made a report of the 
ress of the association over the past 
year The other officers elected were: 
First vice-president, E N Coleman; 
second vice-president, Karl Madden; 
retary, A. E. Huntley; treasurer 


asso- 
meet- 
Van 
prog- 


sec- 


Emil 








THE 


executive committee, A. W. 
and G. W. Harding. After 
Van Houten turned the 
Sanford and the re- 
was given over 
of the asso- 
first speaker, 
to Make 


Viewig; and 
Van Houten 
the election Mr. 
gavel over to Mr. 
mainder of the evening 
to sales talks by members 
ciation. G. D. Doud was the 
taking as his subject, “How 
More Money in the Life Insurance Busi- 
ness.” L. J. Zoeckler spoke on “The 
Necessity of Conserving Business Al- 
ready Written.” Mr. Sanford closed the 
program with a discussion of “The Needs 


NATIONAL 


| eral 


|} attended the 


and Opportunities of Our Association.” 
x * 

Champaign, U1—Walter Savage and 
Cc. A, Atwood have been named members 
of a special committee of the Cham- 
paign association to arrange for the 
joint meeting with Decatur in that city 
next month Elwin Huston, Prudential | 
superintendent, outlined policy forms 
for children’s insurance M. R. Grigsby, 


RBioomington, was a visitor at the meet- 
ine 
a ok 
Fond du Lac, Wis.—Miss Mary FE. Cos- 
tello of the New York Life was the prin- 
cipal speaker at the regular monthly 
meeting of the Fond du Lac life asso- 
ciation. Miss Costello, who is also sec- 
retary of the local association, spoke on 
“Annuities.” The association will meet 
next on July 10 
x * 
Greenville, 8, C.—Greenville life under- 
writers have perfected an organization 


Greenville Life 
bginning with 


name of the 
Association, 


under the 
Underwriters’ 


| been 


| 


UNDERWRITER 


a membership of 25. The following offi- 
have been elected W. A. Merritt, 
president; C. W. Estes, vice-president; 
hk, C. Simpson, secretary, and J. L. Brown, 


cers 


treasurer. The following are the direc- 
tors J. E. Lewis, Lee H. Welch, H. 8S 
Johnson, Dan J Cochran and Louis 


Sherfesee 
* al 
Springtield, 111.—George Hawkins, gen- 
agent of the Pacific Mutual Life, 
elected president of the Springfield 
association at its annual meeting. A. A. 
Hoffman, superintendent of the Pru- 
dential, was chosen vice-president, and 
J. C, Whadcock, superintendent of the 
Metropolitan, secretary-treasurer. Forty 
meeting, which will be the 
last until fall M. Kuciemba, general 
agent for the Central Life of Illinois, 


speaker 


was 


was the 
x *e x 

Baltimore, Md.—The 3altimore asso- 
ciation held their annual meeting last 
week and elected the following officers: 
Bernard Gough, president; Felix Roths- 
child, vice-president; George S. Robert- 
son, secretary-treasurer, and Louis Kurtz, 
Adam Schlusser, Louis M. Bacon, R. U. 
Dougherty and Louis Spaulding, members 
of the board of directors. 
Thomas Jordan Coles, 
associated with the 
agency of the Penn Mutual since March, 
1922, recently died of heart failure, Col. 
Coles had been a member of the staff of 


_who has 
Cincinnati 


Col. 


Governor Davis of Virginia. and for 12 
vears was treasurer of Pennsylvania 
county, Va.. and of the Chatham 


bank. 














Texas 


mony 
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two hours 
friendly 
[ was favored with a call from one of 
local representatives, who personally offered to fulfill 
the promises letter.” 


This letter was made possible by a 


Agency relations write the Home Office. 








after 
letter in 


1 received your very 
connection with my 


of service contained your 


with him—and 


Cincinnati, Ohio 


Courtesy and Promptness 


“It is undoubtedly a pleasure to know that within 
courteous and 
removal to 


Direct Mail System which follows up the policyholder re- 
gardless of change of address and maintains Company 
and Agency contact 


A Service Bureau which sends adequate soliciting informa- 
tion about such policyholders to the resident agent. 


That Agents and the Home Office work in close har- 
is evidenced by the letter above. 
operation turned a small courtesy into a real interview. 


Timely co- 


The Union Central Life Insurance Company 


your 




















Captain Bairnsfather 
Creator of ‘“‘Old Bill’’ 
Buys Big Policy in U.S. 


APT. Bruce Bairnsfather, the famous 

English cartoonist who created “Old 
Bill” has taken out a $40,000 policy on 
the 20-year endowment plan through the 
San Francisco manager of the Metro- 
politan Life. “Old Bill” has endeared 
himself to the hearts of millions, and 
his immo rtal remark to his cowering 
trench mate, “If you knows a better ole, 
go to it” is still treasured as one of the 
gems of war time humor. 


In his characteristic way, Captain 
Bairnsiather wrote of the instance as 
though “Old Bill” were taking the 


His account is both humor- 
but the essential facts 


insurance. 
ous and satirical, 
are true. 

In the version as it appeared in the 
San Francisco “Examiner, Captain 
3airnsfather and “Old Bill” decided that 
the latter should carry insurance, in view 
of his extensive travels and lack of 
responsibility in crowded city streets. 
They decided upon the company by 
hunting for the advertisement that 
started farthest from the subject matter 
and finding one that suited them in this 
respect, asked the salesman to come to 
the hotel and explain the proposition. 

The actual facts were somewhat par- 
allel, for while in San Francisco, Bairns- 
father noticed a Metropolitan advertise- 
ment. He called the San Francisco 
office and arranged an appointment with 
Manager William Schmidt, who finally 
sold him the 20-year endowment policy 
for $40,000. Captain Bairnsfather took 
out the insurance to provide a trust fund 
for his wife and child, but he expects 
“Old Bill” to pay the premiums. 


PROHIBITION ADDS TO 
COMPANIES’ TROUBLES 


(CONTINUED FROM PAGE II) 


the 
the 


automo- 
use ot li- 


cidental deaths, in which 
bile plays a major part, 


quors is a predominant factor in the 
person of a drunken driver. This lat- 
ter condition, however, would probably 
be nearly as great were the Volstead 


act not in force at the present time, so 
that the actual increase in mortalit) 
from this source cannot be attributed 
solely to the use of moonshine or illegal! 
liquors, although the latter has certainly 
increased it. The automobile driver who 
is wholly or partially ‘stewed’ or only 
‘pleasantly jingled’ is a danger to him- 
self, to others with him, and to the un- 
fortunate individual who may happen 
to get in the path of his uncontrolled 


. A 
machine. 


COMMENT AS TO VALUE 
OF CONTRIBUTORY PLAN 


(CONTINUED FROM PAGE 8) 


participating group 
able to you as employer, 


imsurance are pa 
you will even 


tually be paying considerably less that 
25 percent ot the total cost.’ 

Che group writing companies _ ne 
only ordinary hte on individuals do not 


feel that the industrial company Ae any 
better opportunity than the ordinary 
lite companies Chey that the in 
dustrial agent is tied down to a debit 
that it will do him no good to obtain 
industrial prospects elsewhere in the 
city As tar as the opening doors tor 
him is concerned, he has a small dis 
trict which he over caretully 
every week here should not be a 
debit that he 
time or other 


say 


combs 
doot 
on his has not opened at 


ome 


Though William H. Murtagh, ceneral 
agent of the New ork Life at 
Orleans, who disappeared from his 
June 11, has been heard from and ap 
parently is in good health, the mystery 
surrounding his disappearance hasn't 
been lifted When last heard from hs 
was Apparently at Cleveland Accord 
ingg to tatements by his office hi a‘ 
eounts are in apple-pie orde1 





i SS! aw i 





wibtaa 


CONSTITUTE BIG ITEM | 


LAPSES ARE SERIOUS FACTORS | 


—— | 
! 
Figures Show They Make Tremendous 


Total Loss to Companies, Agents 
and Public Alike 


[he seriousness of the lapsatnor 
roblem is evident when the figures on | 
apsed business during 1923, on business | 
Written in 1922 is considered Chis | 
gure is approximately $1,470,000,000 
Chis will result in a loss to beneficiaries | 

$7,600,000. rhis is an estimate ot} 
the loss in 12 months to widows, chil- | 
dren and other beneficiaries resulting 
from the lapse of policies on which o1 
premium or less had been paid. Th 
loss to beneficiaries on account of all 
lapses, is approximately $15,000,000 for 
a period of 12 months. As the insurance 
policy is very often the only thing leit, 
thousands of widows and other depend- 
ents will be left this year without a 
dollar. 

Second Year Most Important 


Statistics show that the greatest pro- 


portion of lapses appears in the second 
year. This fact gently given 1s a psy- 
chological explanation. The ideas ot 


thrift and insurance protection incul- 
cated by the agent when the policy was 
sold have not become fixed convictions 
with him. The good intentions which 
caused him to buy the insurance in the 
tirst place have been lost. 

The agent then should concentrate his 
attention on the second renewal. To do 
this, he should keep on a friendly basis 
with the policyholder. An interesting 
piece of insurance literature or some first 
hand information on new occurences in 
the field of insurance might be given to 
the policyholder to keep his interest 
kindled. 

Threefold Loss 


A lapsed policy affects three different 
actors. The company loses money he 
cause the initial cost exceeds the first 
premium, the policyholder loses the 
amount of the premium li he dies 
before reinstatement or before he se- 
cures another policy, there is the im- 
portant loss to his beneficiary. A keen 
sense of his loss is brought home to the 
policvholder when he learns at a future 
date that he is no longer insurable. This 





may occur but a few weeks or months 
iollowing a lapse 
The agent loses. First, he loses his 


renewal commission, 
premium only but on 
premiums The estimated computed | 
value of future renewal commissions lost | 
to agents through lapses is $5,000,000 
per year. 

In addition to these more tangible 
losses, there is the loss of the less 
tangible striking income, the loss ¢ 
a trend Whenever an agent lets 


policy lapse, he loses a triend 


not on the second | 
all subsequent 


Causes Are Many 

The following are some of the mx 
important causes of lapse 

1 Wrong selling methods High 
pressure, rebating and a failure to adopt 
the policy to specific insurance needs, | 
business 
Insufhcient effort on the part | 


he company to maintaim the interest « 





tends to lapsation ot 


he policvholder in the early vears 


he policy 
loo tie ac te efttort ‘ 
t ot the company and tl 
ith ind nec ‘ the |] c\ ae 
i Failure of the agent to kee] 
close contact with the policyholder 


give personal attention to the rer Val 
nd third premiu 


rhe later vears of a pohcy, polx 


the second 
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George Snyder 





GEORGE D. SNYDER 


George D. Snyder, the author 
of this advertisement, has 
been an agent with the PEO- 
PLES LIFE INSURANCE 
COMPANY for sixteen years, 
coming to the Company in 
1908. During this time he 
has been a tireless worker, 
organizing a general agency 
that is one of the out-stand- 
ing achievements of the 
PEOPLES LIFE agency 
work. Thoroughly sold on 
the Company and his bus 
iness, he has surrounded 
himself with men of high 
character and life insurance 
and his name have become 
synonymous in his territory 
George Snyder is proud of 
the PEOPLES LIFE INSUR- 
ANCE COMPANY and the 
PEOPLES LIFE INSUR 
ANCE COMPANY is proud 


of George Snvder 


PEOPLES LIFE 


Insurance Company 


FRANKFORT 
INDIANA 


‘‘The Friendly Company” 


Wrote This Ad: 


One of the most essential needs to 
happiness in an insurance connection 
is not written in the agency contract. 
That need is whole-hearted co-opera- 
tion and friendship between the home 
office and the agency force. Too many 
men upon entering the life insurance 
field forget that peace of mind and co- 
operation are the greatest contribu- 
tions to success. 

In 1908 I began working for the 
PEOPLES LIFE INSURANCE 
COMPANY of Frankfort, Indiana. 
They were not very large at that time 
but I felt positive that with the co- 
operation they had to offer and the 
splendid men who made up the Com- 
pany’s personnel, that success was 
bound to come if I entered the work 
in the right spirit. 

Time has proven my theory right 
and today, from every stand-point, 
our Company stands second to none 
in proportion to her size. I am de- 
lighted that I am a part of this splen- 
did organization and it would be a 
difficult matter to induce me to sever 
mv connections with them. 

I wish I could reach hundreds of 
men who should be in this great 
work, that I could personally tell 
them how finely this Company is 
treating its men and if thev are think 
ing of entering our great profession 
they should get in touch with the 
PEOPLES LIFE INSURANCE 
COMPANY of Frankfort, Indiana 
and learn first handed of the spirit 
that makes this Company truly, “The 
Friendly Company.” 


Akron ‘ Peoria 
Alhance Rockford 
Cincinnati OHIO Springfield “ILLINOIS 
Cleveland Danville 
Dayton 
Lima 
Battle Creek 4 
Evansville 5 Bay City 
Ft. Wayne brand Rapids 
South Bend INDIANA Kalamazeo MICHIGAN 
Terre Haute “Ma ginaw 
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> { TALKS WITH LIFE INSURANCE MEN 
Does It STICK: | 
ye is possible to sell life income poli-| to one’s individual needs than any 
: : : : cies even to a wealthy man if the! other commodity. 
Not what is written, not what is delivered, but what proper approach is made. This is espe- sii -<* * 
sticks is the true test of real “business.” The policy in cially true ol the new policies with in- ARROL 3 H. JONES, manager of 


force at death is the only real insurance. In times gone 
by written figures were the measure of prosperity. Then 
came the substitution of delivered figures. “Business that 
sticks” ought eventually to be the standard. 

We have an effective conservation system. It saves 
renewal commissions for Agents. It aims to maintain 
until death the protection provided at the delivery of a 
policy. 

This is a golden service to Agents, to policyholders, 
and to beneficiaries. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 




















MUTUAL LIFE 


The GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 





GAIN IN INSURANCE IN FORCE............... 83 per cent 
Se Ge IN. os cccccnccccceees beao kaa se 31 per cent 
TTT A EE are 26 per cent 
ica a caus vaisgen ceewemn 23 per cent 
AVERAGE GAIN IN ALL ITEMS................ 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS'PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
Be E. BARRY, President, _ General Manager and F Founder | 























INDIANA ILLINOIS MICHIGAN 


“LA FAYETT, E ‘LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


OHIC 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 

CONDITION ON DECEMBER 31, 1923 


Assets ...... ieimeasaanensod jehnets Ondb60 65 s60006 0600600500 ee 
SER ae (ndenanebesantekinneeoensceneiass dees) ee 
Capital and Surplus......... avenadantenas iaitie ibe «+++.  4,543,406.51 
Insurance in Force................. cubensase6eineseseenesece ee 
Payments to Policyholders... tit te cane mea led weetecececcess aan 


Total Payments to Policyholders since Organization......... 32,747,895.35 








JOHN G. WALKER, President 
National Produce 


Underwriter Want Ads Results 


One Inch, One Column wide, one time, $5.00) 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Each. 
Phone Wabash HICAGO 




















come at 70 and income at 75, which if 
taken at the age of 35 cost only $4.37 
and $1.56 per $1,000, respectively, more 
than ordinary life insurance. Even men 
who think that their future is assured 
will pay this slight difference if they 
can be made to realize that the chances 
for loss are great. Roger Babson said 
that 20 men in 100 have the ability and 
lay the groundwork for a fortune, but 
only one succeeds and keeps it through, 
his life. 

Henry M. Whitney once controlled 
the transportation business in his city, 
handling millions of dollars, and start- 
ing many other business men on careers 
of success. When he died at the age of 


84, his estate was valued at less than 
$1,000. 
William J. White, the founder of the 


American twice built 


up a great 


Chicle Company, 
fortune. The first was lost 
when he was forced out of his own 
company. He started a competing com- 
pany, built up another fortune and lost 
it through a law suit against the Amer- 
ican Chicle Company, which was still 
using his name. Accidental death at 
the age of 72 interrupted his plans to 
left an 


begin again, and he estate of 
$500. 

Ten years ago Henry Siegel was at 
the head of a $10,000,000 organization, 


controlling Siegel, Cooper & Co. in Chi- 
cago, as well as the Siegel Stores in 
New York and Boston. He is now pro- 
prietor of a tiny store in a small town 
13 miles from New York. 

Practically every one is acquainted 
with cases of this sort, and it is strange 








the b tg amy Mutual Life at Colum- 
bia, S. C., has very appropriately com- 
pared a life agents who neglect their 
present policyholders to the imaginary 
farmer who might clear a piece of land 
and raise a crop on it and then neglect 
it to clear another piece for the next 
year. New fields should, of course, be 
cleared and added to those fields already 
cultivated, but the old field should cer- 


tainly not be neglected 
It is much easier to sell old policy- 
holders than to create new prospects. 


Having been convinced of the value of 
life insurance, the prospect is willing to 
listen to the agent's advice without hav- 
ing to be sold again. He is ready to dis- 
his insurance needs frankly; in 
he is the agent’s client, not 
He has already been 
passed by the medical department, 
which means that a much smaller per- 
centage of old customers will be turned 
down because of some impairment that 
has developed, than of new customers. 
This means time and money saved for 
the agent and the company. He has also 
become the agent's iriend, and will fre- 
quently furnish splendid prospects from 
his relatives, or irom his business asso- 
ciates and friends. The probability of 
lapse rates is greatly reduced because 
the man is made a client instead of a 
customer. 

Mr. Jones states that last year 


cuss 
other words, 
merely a customer. 


36 per- 


| cent ot the new business of his depart- 


| tions by 


that every wealthy man is confident that | 


happen to him, but it is 
his while to 
investment that will 


his old age. 


nothing can 

certainly worth 

very slight extra 

provide certain income for 
* 

OMEONE has very aptly compared 


old policyholders to bonds 
coupons which must be regularly clipped. 


make the | 


with | 


No one would neglect to clip the cou- | 
pons from his bond, but too many life 
insurance agents neglect their old cus- 
tomers. The surest way to make a cus- | 
tomer stick is to sell him additional 
insurance. After he has bought several 
policies from one company, he begins 


to feel a personal interest and it would 


be difficult for another agent to secure | 


any of his business. 

The agent who makes a habit of see- 
ing his old policyholders every year, on 
their birthday anniversaries, or perhaps 


on the date three months from the an- 
niversary date of the present policy, 
will soon build up a permanent and 
profitable business. Many customers 
will increase their insurance until they | 
have policies due every quarter, and | 
after that it is frequently possible to 


sell them still more so that in time they 
will have premiums due every month in 
the year. It is easier to sell additional 
insurance to an old policyholder 
it is to secure new prospects, for it is 
unnecessary to go into all the advan- 
tages of insurance with the man who 
is already carrying one or more policies. 


* * x 

D A. JOHNSTON, Detroit man- 
e ager of the Connecticut General 
Life, finds, as many others have, that 


than | 


men with very heavy responsibility are | 


prone to neglect their personal affairs. 
In such cases, he tells them that they 
must be fitted with a modern insurance 
program just as they would be diag- 
nosed for their ills by a physician, ad- 
vised regarding their legal needs by an 
attorney, or measured for their wearing 
apparel by their tailors. In order to 
properly cover every need, the agent 
must have certain information concern- 
ing receipts and disbursements. Life 
insurance can be more accurately fitted 


ment was secured from old policyhold- 
ers, and it was written with less effort 
and with a smaller percentage of rejec- 
far, than was experienced from 
the other 64 percent. It is a satisfaction 
to secure additional lines from an old 
customer, but, as Mr. Jones puts it, it 
brings a sickening feeling to call on a 
man written five or ten years before 
and find that he has taken a large line 
of insurance through some other agent. 
It lessens the agent’s self-respect to 
think that he was asleep at his post. 
As an example oi what can be done 
from following up policyholders, Mr. 
Jones wrote an application for $1,500 in 
1907 and has followed this up by an 
average of more than one a year, having 
written the man 19 times for a total ot 
87,500. He has also secured policies on 
his brother, his partner, and his son. 


M' IST business concerns maintain 
credit equal to, if not greater than, 
their capitalization. This credit fre- 


quently depends upon the management 
of one or two executives of proven abil- 


itv and integrity, and the loss of one 
ot these executives may mean that cred- 
itors, in order to protect themselves, 


will demand payment of accounts. Such 
demands might be disastrous to a com- 
time of losing its chief 


pany just at the 

mainstay. The result is often  bank- 
ruptcy or a long period of financial 
stress. In case of fire, a new building 


can be erected in a few months or at 
most a year or two, but sometimes years 
elapse before an executive can be re- 
placed. In order to protect their credit, 
and to provide funds to help cover the 
losses incidental to the death of an im- 
portant executive, many firms are car- 
rving large lines of insurance on their 
key men. 

ORE than 20 years ago, Martin D. 

Flanagan sought an interview with 
a prominent New Yorker, but was un- 
successful because of the overscrupulous 
secretary. When he reached the street 
he remembered that he had left his um- 
brella in the prospect’s ante-room, and 
returned for it. As the secretary was not 
around, Mr. Flanagan had no difficulty 
in seeing his prospect. As a result he 
wrote a $75,000 policy, which was re- 
cently paid to the man’s family, and 
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which constitutes a very large part of | tion must be given to production, and if | held in Winnipeg, Oct. 20-22 at the Ft.| have recently been admitted to mem- 
his estate. the general agent or manager is a suc- Garry hotel, promises to be a very in-| bership. 
cesstul producer, it naturally follows | teresting one. Steps are being taken —— 
OMMISSIONER DUNHAM oi | that he will succeed in developing a | t secure as chief speakers Darby A. Rockford, Ul—The Rockford associa- 
Connecticut, speaking at the ban-| good agency organization, inasmuch as | Day of Chicago, manager of the Mutual tion held its annual meeting at the 
quet given by the Phoenix Mutual to | the average man nearly always follows | Life and Professor Swanson of Sas-| country home of Fred B. Patten, who 
its agents a few days ago gave some the successful producer. Greater results | katchewan University. has proved hime if te be ® popular new. 
any rather startling figures which showed | will be accomplished by leading the sub Nala! ae ena po ete " president: Anton 
the immense amount of taxes that life | agents to higher production through : ; . ; _ ee, ees © al, sident; ot 
; ; ; Saterbak, Central Life of Illinois, vice- 
insurance companies are paying. He actually showing them hod to do it, than Join American Life Convention mena y we ey Be gg Bm oR 
- of ° said that in 1923 the Phoenix Mutual | by trying to drive them to do it T. W. Blackburn, secretary and coun- retary-treasure! 
um- paid $8,000,000 to policyholders. In i a , | sel of the American Life Convention, | es 
sia commissions it paid a little over $1,- Canadian Life Convention |announces that the Security Life & Sine Seiatbeniom Siiatebden Meee Gee 
bate 000,000 to its agents, and in taxes the The annual convention of the Canada| Trust of Winston-Salem, N. C., and the | »ovea to ite new building, 1805-07 Wal- 
, state insurance departments were paid | Life Underwriters Association to be Equitable Life of Washington, D. C.,| nut street, Philadelphia 
lary _ 
and $470,000. There has been so much —— 
lect talk about acquisition cost that it will | |QQRORORORO ROTI MRT TT ea a RRR eR eR RRM ENN NORRIE RR ION ROR EN RRO aX 
ext do well once in a while to compare the | |B 
he amount paid out in taxes with the | ES 
edy amount paid out in commissions. In Bi 
cere the case of the Phoenix Mutual the taxes ES 
amounted to nearly half as much as the \ 
— commissions. The commissioner was | |B 
a referring only to state taxes. ES 
of | E DEATH AND TAXES! 
. > 7 4 < 
> ol st _ Fe . 
y to OMETIMES the agent is met with ES a an ' 
lav- the objection that the prospect can ES According to the proverb, thesé are the great certainties of civilized life. And we 
dis- invest his money to better advantage | 5 Cad it co 
: This may well be true, as no claims are ‘ , - oo 
= bate ow sane mace hae highly profitable | | The total ordinary receipts of the United States Government for the fiscal year 1923 
not — ar ’ _— ° . . . ° 
a investment. But if the prospect desires | |g were $4,000,000,000—or over $36 per capita. Practically all from taxes! Who paid this? 
ent any assurance of security, he will not | |e Perhaps you think you didn't. 
er- rely exclusively upon his investments a 
ned Numerous instances, such as the follow- R TAXES ARE A CERTAINTY! 
hat ing, serve to show how foolhardy it is | |E : > 
ers. for any man to depend upon his invest- | | The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per 
for “— - ~~ his heirs, he 1 EY capita. Practically all from taxes! Who paid that? Perhaps you think you didn t. 
also woo ol po nay Mer My - Benny ‘ Municipal taxes exceed the State taxes, for those who live in cities, many times over. 
fee. « Ss - é anagers, : ~ “ : 
— lost his life in the sinking of the “Lusi- | |B The taxpayers of Greater New York pay over twenty times as much in city taxes as they 
fe Ag” : ‘ d 
:s0- tania. At that time his assets were | |B do in State taxes. 
of listed as $919,383, but when appraisal | ‘ The report of the Federal Trade Commission says the total amount of taxes paid for 
_ — ean ge ayy a har rember Ee federal, state and local purposes in 1922 was over $7,750,000,000. 
g « estate Vas Pdtv, cn, ac a mg i , “ ; . ? 
nies his two brothers and four sisters, gave | |B Don't think you escape because you directly pay no real estate tax and no income tax. 
er- $74 to each. , “The consumer pays the tax,” in the cost of what he consumes—rent, food, clothing, 
> * * ‘ . ° 
art- NW Noweesher 1082. : ial | |e transportation, recreation. 
N November, 1923, a rancher who was | 
rId- carrying 2 $4.008 policy in the North | | The man who actually pays the taxes passes a part or all of them on to the consumer. 
fort American Life failed to pay the pre-| i5 He must—because his goods and his service cost him more. All the great corporations pay 
4 ~ > | . . . 
ond mium and surrendered the policy to the | [Fy large amounts in taxes—and taxes make the cost of their products higher to the consumer. 
ion Seve oie, yoy r- 7 ae velee os 9 tl Ee The railroads pay more in taxes than they pay in dividends to stockholders. + 
days atter he had surrendered the polic ile ms ~ - ~ - 
ied i a | lef in taxes, excluding taxes 
old he died in a fit At the time he lapsed | EB This Company has within five years paid over te aa ‘. “a th 
.* the policy he said that it was difficult | [& on real estate. All of this $19,000,000 would otherwise have been used to reduce the cost 
de to meet the premium that year, and as | 5 of insurance. In other words, the Company passed the taxes on to the consumer, on to 
ee he was in good health he expected to| Hi its policyholders. It had to 
ine . ‘ Roe 6 Os | lhe . . ; 
surrender the policy and apply for $10,- ES : F z | hink th = 
; “T ‘t > ‘ y , z et man eople think they escape 
ent 000 the next year. This is just another | [BX This happens constantly in every business, and yet many peop y p 
* of the many demonstrations of how fool- | |B taxation because they make no tax returns. he 
t. ish it is for any man to rely upon his | |R We all pay taxes while we live, and our estates or our families or our friends pay them 
Me good health as a basis ag failing to meet é for us when we dic 
MT. s is ‘ or for | 4 4 7 P 
) in > actos oy Pgpee al — Doone =f R If, for example, you die possessed of railroad stocks, they may be taxed by each state 
OS ) ! Ss a ition 10 ins ane | 1bet , : : 2 ? j 
an * * is where the railroad is incorporated, by the state where you resided and by the state where 
a T the meeting of the general agents | |X the certificate was located at the time of your death. It has happened that inheritance taxes 
) , - , . 47 ‘ : 
a of the Standard Life of St Louis | - exceed the entire value of an estate. 
€ ih a = —e cox scaty — F, Yes, taxes are certainties! And they often bulk large; too large! 
F le new ndiana state manager, ohn Af 
“4 . _* | ies 
lr. Harley, J. F. Egan, superintendent of | lS 
° agencies, called attention to several }> 
ain points of interest | eS DEATH IS A CERTAINTY! : 
an, . $3 . veowurtt, of th eS : : » 4 
_ He mentioned the rapid growt! f the | > Death has a long record. He appears in the first chapter of the story of mankind. ha is 
‘ompsz 1 during 1 past vear | [ES 2 a . . . : bo ) 
ent hy ms “2 ome og on ie > produ ing | (Gs centuries Death seemed capricious—subject to no law—and he is so still, so far as the indi 
bil- ability many fold, from $500,000 to $3.- | 1s} vidual is concerned; but, with men in the Mass, Death has a well discerned law of action. : 
~4 600,000 or more per month. But he | fe Of ten thousand men in good health, some will die the first year and some in every is 
oi also cauti ned me general ye that | s | year thereafter till all are dead; but who will die soon and who will live long is the great Si 
° nothing can be classed as rea ——E ie 
ach that is not paid for. Settlements should | |K mystery. ‘ 
th s t p or. . tien t ee ) ‘ 1 4 : 
m- invariably be taken with the oleae | >) During the first three months of 1924 the New York Life Insurance Company paid 
os and if not, complete the settlement for | | 2,739 death claims. Of these policyholders, 126 died in the first year of insurance, | 36 in 
>. the full year should be completed when le the second year, 463 between three and five years after insuring, 494 between five and ten 
ing aa agen yg gents make the E years after insuring, 707 between ten and twenty years after ns a 81 Find rrp d 
t oo an genera agents t t >] 2 hi h f t on » wou 7 
at idea aX cima thal’ étinn alten. ti f insurance. Twenty years ago no one knew which of these 2, peop 
listake of centering their entire atten a4 years of in 
ars } tion on agency development to the neg- 12) first. ; e. 
iit. t lect of production. The primary atten- | [ff That uncertain but sure event lies at the very heart of the practical problem of living; 
af . . . 
the 4 it made life insurance necessary. 
7 'd . . > ' 
im- rHIS isn IT! FB Between these certainties—Taxes and Death—what should a prudent man es 
, + = - - s - 
= A Real Rate Finder and Cancellator Ee . He must himself meet the first certainty: Taxes. He will pay taxes while living even bs 
ond Shows the percentage of earned premium all 3 though he doesn't know it. ' ts 
aap aon aes aa Gen a S) But the taxes that literally spring at his dependents when he dies he cannot meet per- : 
. i “ . . \ 
D ef ES sonally. He can provide for them, however, through life insurance. — Po 
ith Fy y aye Tt i He can do more! He can at once create an estate and protect it. ts 
tis left to the percentage to « , . ' . . Re 
in - premium. Accurate within 4 cents on $100 pre- Ei Ask any New York Life man! He will tell you all about it. ‘ 
s mium, any period one day to > years reatest Ds 
eet timeaver ever intreduced—absolvtely accurate. || | NEW YORK LIFE INSURANCE COMPANY. 8 
a. ‘ , 3 
m- THE DISCOMPUTER Ee DARWIN P. KINGSLEY, President ° 
ind $2.00 <i 
not . ° - rr 
ite The National Underwriter FY at Anon . 
he 1362 Insurance Exch. Chicago ith i Wh ih If eh eh th I ee 
re- € ’ 
ind 
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MUCH INTEREST NOW | poe ney right p my) the ameress Polgg pet ng or 
ATTACHED TO QUESTION } sive attitude of companies il = as much. It is easier to establish Pos- 


country may lead them to follow itive identification, and securing com- 


(CONTINUED FROM PAGE 3) footsteps of their foreign contempo- plete personal history is simplified. 
based on the experience of Americar! raries, which are ordinarily more con- American companies desiring to issue 
life insurance companies in issuing in- | servative in every way. without medical examination, however, 
surance on unselected lives. Group in- Fear Removal of Safeguards might esablish a great central inspection 


: , bureau, similar to the Medical Impair- 

Even in the absence of a mortality! ment Bureau. Competently managed, 
table based on unseected lives, a com-| such a clearing house of information 
pany may throw some safeguards) would serve the companies admirably. 
around itself by more rigid inspection,! \fost of the serious physical impair- 
both through its agency force, and] ments, with the exception of heart mur- 
more than a decade, to 1912, and the] through independent reporting agencies.| murs, according to this actuary, are 
companies’ experience is yet too limited | A young actuary declared the other day | easily apparent anyway, and with this 
ior them to use it as an accurate guide. | that the agents could never be depended | one exception, such a bureau, might in 
Medical directors say, however, that | upon to ferret out information affecting | time collect a mass of information which 


surance, of course, which covers a large 
number of lives, is issued without med- | 
ical examination, impaired as well as 
unimpaired risks being insured. How- 
ever, group insurance is a development 
of recent years. It dates back hardly 


aiter the passing of a few more years,j the character of a risk. He did not! would assist the companies in determin- 
that the companies issuing group may | mean to question the integrity of agents, | ing upon inspection, whether they would 
pool their experience, and a composite | but rather to emphasize the fact that} care to assume a given risk or not. 
table may be formed, just at the Ac-| their viewpoint is entirely different from citi Ottitieam Rieie 
tuaries, or Seventeen Office table dealing | that of an actuary. The judgment of a 
with insured lines was formed in the | strictly honest agent will vary from that The thing those attending the medical 
last century, and that it will be a reliable of an actuary, and even with full in-| section of the American Lite Convention 
guide to the mortality on unselected! formation in their possession, the com-| really had in mind, however, was not 
risks. ° | panies cannot rely largely on their field | so much the issuing of the first policy 
\ll of the foregoing presupposes that forces if they abandon examinations. This | without examination, but issuing addi- 
the companies will issue insurance to an! same actuary says that it is possible for | tional insurance within one or two years, 


entrant when he applies, without med- | the English companies to obtain a great | to persons already insured. It is a well 
ical examination, regardless of whether | deal more information about the average | known fact that the effect of medical 
he is insured in the company to which | applicant through inspection than it is} selection does not wear off for some 
he is applying. This may come earlier | for the American companies. The geo-| time. This is the very hypothesis upon 
than at present expected. The Canadian | graphical confines of Great Britain are | which Select and Ultimate valuation is 








We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ills., Ia., Kans., Md., 
Mich., Minn., N. M., N. C., Okla., S. D., W. Va., Wyo. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. 
running ney to Quincy and Wells Street, right in the heart of Chicago's 
Financial district. 
































based, and actual experience has proven 
its correctness. 

There is another safeguard which 
companies may throw around them- 
selves until they have had some experi- 
ence with insuring unselected lives. In- 
stead ot swelling the incomes of agents 
however, it will have the reverse effect. 
The companies, anticipating a heavier 
mortality trom this class of business, 
may salvage something to cover this 
by reducing initial commissions. A few 
companies which.are already issuing ad- 
ditional insurance without examination 
are doing this. Some of their agents ar 
not altogether pleased. They claim that 
while it does help their volume oi 
business some, that the offset is really 
not commensurate with their loss in 
commissions, and they do not look with 
favor on the plan. 

Would Affect Cost 


An agent asked a medical director 
recently, how it was that the companies 
were able to make a profit out of their 
business in past years, when blood 
pressure tests were unknown, and whe 
it was not generally the practice t 
require urinalysis on — applications. 
The medical director's reply was th 
even non-participating r rates were much 
higher in those days. Companies like 
the Aetna and the Travelers have cut 
their rates to the bone, so to speak 
In many instances they are charging th: 
actual net rate, provided by the Amer- 
ican Experience Table, without any 
loading. Any other company doing so, 
in the opinion of this physician, is just 
fied in reducing commissions on business 
Written without examination, in order 
to meet the higher mortality which is 
ound to result. 





Opposition Expressed 
Just where the public is concerned 
was brought out by the independent ac- 
tuary, not connected with any company. 
is opposed to the plan, speaking 
from the public’s standpoint—not un- 
alterably opposed, but he does not be- 
lieve the time is ripe for life insurance 
without a medical examination in thi 
country. He says that the first clase 
risk will have to carry the cost of in- 
suring the life of his neighbor, who is 
mj paired, and who should really pay a 
her rate. According to this authority, 
if - Fis business written without ex- 
amination were written on the partic 
ating plan, and segregated by groups, 
so that an adjustment might be made i: 
the dividends, it would be another 





matter. This plan was actually used 
years ago before sub-standard rating 
came into vogue. A number of large 


participating companies, liberal in their 
underwriting, grouped risks according 
to occupational hazards, so that those 
classifications in which the companies 
experienced a higher than average mor- 
tality were ‘alloted smaller dividends 
This actuary thinks that the old plan 
might be revamped, and used to an 
advantage by participating companies 
who wish to write business without 
medical selection. 

These opinions, of course, do not lead 
to any conclusion, but they are none 
the less interesting, because they show 
that the recent discusion has started 
the fraternity to thinking 


Life Notes 


The International Life of Missouri is 
reentering Maryland 


Mrs. Ida Pratt Moore, widow of W. A 
Moore, former first vice-president of the 
Phoenix Mutual Life, died at her home 
in Hartford last week. Mrs. Moore was 
well known among the field force. 


ra 


Maurice B. Bull, a recent graduate of 
Randolph-Macon College, has been ap- 
pointed district manager at Capeville 
Va., for the State Mutual of Massachu- 
setts, his territory to include the coun- 
ties of Accomac and Northampton 


Accident Notes 


1. T. Smith of Columbus, Ga., has been 
promoted to a superintendency in that 
district by the National Life & Accident 

Assistant Manager George Gray of the 
National Life & Accident is making 
trip to all northwester: division dis 
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Gives Ten Commandments 


To Guide Life Salesmen 


ps KAULHAUSEN, of the Brill 
& Scott agency of the Penn Mutual 
New York City, is the author of the 
llowing ten commandments for the in- 
surance agent, which have helped him to 
complish some remarkable teats in his 
work: 
1. Thou shalt not kid thyselt 


Thou shalt not kid thy prospect. 


Thou shalt not waste thy pros- 
ct’s time nor thine own 
4. Thou shalt not overestimate thy 


ability in the presence of a prospect. 


Thou shalt not promise to do that 
which is impossible of fulfillment. 


6. Thou shalt not criticise thy pros- 
pect’s ideas and judgment. 
Thou shalt not talk millions to a 


ker. 
leave an office 
insurance to 


8. Thou shalt not 
vithout having talked lite 
somebody. 

9. Thou shalt not knock the other 
agent or his company. 


» Thou shalt not return to thy of- 
e without an application 


COMMENT ON QUESTION 
OF PRICE COMPETITION 


(CONTINUED FROM PAGE 12) 


its theory. If the new man is given 

lot of material he will be unable to 
assimilate it. The terms of lite insur- 
ance will go in one ear and out the other 
ind the time spent will be wasted. Aiter 
convincing a man he should get into 
the life insurance business, teaching him 
these fundamentals that he must know, 
the manager should then say, ‘Here, 
Jim, let’s go out and sell some insur- 
That, to me, is absolutely the 
only way that it can be done, and I 
would not go around and talk to his 
personal friends. | would rather he 
would save those until later on when 
he knows something about the business 
and he can go to them and win their 
respect. If I take him around now they 
will merely be sorry tor him because 
he is in the business and maybe take a 
yplicy. 


ance, 


Start on Cold Canvass 


“Instead, I would go out with him on 
i cold canvass and | would stick with 
him until he found I sold some insur- 
ince. This is absolutely necessary, be- 
cause the man is in it for dollars and 
cents. His wife at home will discourage 
him unless he can bring in the bacon 
and you must show him that there is 
money in it. You must prove to him 
that life insurance can be sold. There 
is only one way to do it and that is to 
show him how. He can learn more 
about life insurance in a short time that 
way than he could in ten days in com- 
ing in and asking questions after he has 
tallen down on one case or another.” 


SOME RECENT DECISIONS 
COVERING LIFE INSURANCE 
(CONTINUED FROM PAGE 13) 

ment in the absence of compliance with 

is stipulation inv the policy. In up- 
olding this contention, and denying 
e plaintiff a recovery the court said. 
“We do not understand the conten- 
mm of plaintiff's counsel that there is 
0 process by which possession of the 


policy can be obtained by the plaintiff. 


On the contrary, the presumption is 
that there is. The policy is concededly 
neither lost nor destroved, and defend- 

t cannot be compelled to pay, except 
iccording to the terms of its contract.” 


* * * 
When Days of Grace Begin to Run. 


When days of grace in payment of 
remiums begin to run is a question 
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that causes a surprising amount of trou- 
ble. The natural assumption that they | 
begin on the anniversary of the date 
named in the policy is by no means al-| 
ways sustained by the courts. 
In the case of Jefferson Standard Lifa | 
vs. Baker, 260 S. W. 263 (Tex.), the 
insured signed the application on Sept. 
15, 1920, and paid the first premium of 
$73. The policy was delivered Oct. 2, 
1920, although it was dated Sept. 15. | 
The second premium was not paid, and | 
the insured died on Oct. 19, 1921. The 
Texas supreme court has just held that 
in this case the days of grace did not 
begin to run until Oct. 2, 1921, and 
therefore the policy was in force under | 
the days of grace on Oct. 19, when the 
insured died. The court said that by | 
the very terms of the policy it did not 
go into effect until actually delivered 
to the insured. Therefore the anni- 
versary date was Oct. 2, and the days 
of grace ran from that date, and not 
from the date named in the policy. 


| 











THE MUTUAL LIFE 


The Mutual Life Insurance Company ox: New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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Policyholders’ 
Company 








50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
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Once a Policy- 
holder—Always 
a Prospect. 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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MINNESOTA 


ROCKFORD LIFE 


For direct contract with Company, write to 


| FRANCIS L. BROWN, Secretary and Manager 


Just Opened by 


ROCKFORD, ILLINOIS 
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A. J. Faerber, National's Star Agent, 
Tells of His Success in Going After 


The Bigger Life Insurance Policies’ 


NE of the leading producers for 
O the National Life, U. S. A., A. J. 

Faerber, lowa general agent, has 
maintained his record production largely 
as a result of going out after big busi- 
ness. Mr. Faerber believes that there is 
a tremendous field for the life under- 
writer in big policies and that with 
proper preparation, any life insurance 
agent can acquire some ‘of this attractive 
business. Mr. Faerber only recently 
completed a line of $800,000 on Dr. and 
Mrs. B. J. Palmer of the Palmer School 
of Chiropractic at Davenport, Ia., this 
being one of the many large cases that 
have placed Mr. Faerber at the top of 
the company’s production list. Mr. 
Faerber has explained how he sells life 
insurance, going into the details of han- 
dling the large cases, in the following 
discussion which was recently given be- 
fore a meeting of the company’s $100,- 
000 Club: 


Agents Should Seek 
Own Peculiar Field 


“It seems to me that every agent 
should become a specialist in so far as 
it is possible for him to do so. Some 
men are fitted to solicit certain classes 
of people because they are familiar with 
their methods of living, their way of 
doing things and their natural surround- 
ings. I think that every man when he 
enters the business should study that 
part of it very thoroughly and deter- 
mine for himself just what class of peo- 


and then start his work among those 
people. He can gradually as time goes 
on educate himself to the point where 
he can handle almost any kind of a case. 


Must Closely Watch 
Interview With Prospect 


“It is hard for me to convey to you a 


concrete illustration of how I sell life 
insurance. I can give you a general idea 
of my line of reasoning and my line of 
thought. I think that it takes a man of 
a constructive turn of mind to be a suc- 
cessful agent. He builds in everything 
he does. He never tears down what the 
other fellow has done and the backbone 
of your argument is ‘building all the 
time.’ Naturally extreme alertness of 
mind is essential. It is quite apparent 
that you have little chance to convince 
the other man unless you can think as 
fast or faster than he does. The man 
who is your mental superior is ahead 
of you all of the time and you must re- 
member that you are at an extreme dis- 
advantage in trying to write insurance 
on the life of such a man. It is not a 
bad idea when talking to that type of 
man who admittedly is your mental 
superior to let him do as much of the 
talking as possible and follow out his 
line of reasoning and see where it brings 
you. A suggestion here or there is not 
amiss and is merely for the purpose of 
stimulating his line of thought. If you 
have a man before you who is, in your 





opinion, no more than your mental 


ple he can handle the most successtully | equal or inferior, then it is not amiss for 














A. J, FAERBER 


you to dominate the interview and put 
forth your own ideas in the most em- 
phatic form. This brings you right 
back again to the class of men that you 
should solicit. 


Must Keep Abreast 
of Business News 


“My personal opinion is that the man 
who tackles the big manufacturer, big 
retailer, the lawyer with a _ successful 
practice or a high-salaried executive 
should constantly read and pay atten- 
tion to the financial pages of large daily 
newspapers, should keep in touch with 
the political situation, should know a 








great deal about corporate matters and 
have had some experience with the haz- 
ards of business. Few men in the life 
insurance business have equipped them- 
selves with this kind of knowledge, con- 
fining themselves entirely to studying 
policy forms, reserves, etc. In view of 
the fact that these things are all set out 
in the policy contract, it seems to me 
that is not the thing that is most essen- 
tial in presenting reasons why a man 
should buy $100,000 worth of life insur- 
ance. 

“T never go to see a man to try to sell 
him life insurance because he has a good 
job, or because he is a rich man or be- 
cause he is the head of a large corpora- 


tion. That isn’t any reason why he 
should buy life insurance. There must 
be a sound reason why he needs life 


insurance, why it is wise for him to buy 
it. I believe that your large cases should 
be built and prepared in your own 
office. Even the amount of insurance 
that your prospect ought to buy should 
be definitely decided by you before you 
even interview the man. Put it down 
on paper in such an intelligent form 
that every line that is there written car- 
ries conviction with it. 


Must Illustrate With 
Concrete Facts on Case 


“A thorough analysis of the reasons 
why a moneyed man should buy life in- 
surance brings out the following facts: 

“A man with an income of $200,000 
per year is subject to a tax of 58 per- 
cent on all income over $200,000. If 
you can show him how he can save a 
part of this tax, he will become inter- 
ested. Men are always interested in 
something that will save them money. 
The better the business man the more 
interested he will be, but your reasons 
must be more than merely statements. 














INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


LOUISVILLE 





16. Do you absolutely refrain from the use of 20. 
any spirituous, vinous or malt liquors, opi- 
ates, or narcotic drugs or drinks? 21. 
17. Do you curb your temper? you are well? 
(a bad temper destroys vitality). 22. 
18. Do you refuse to gossip about your neigh- and distressed? 
' bors, acquaintances, associates, your gov- 23. 
ernment or your enemies? 
19. Do you wait till trains, elevators and all 24. 
other public conveyances come to a dead 25. 
stop, and the doors are opened, before you 26. 


embark or alight? 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


What The Inter-Southern Life Says About Health 
HEALTH IS WEALTH 


SECTION IIL 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
Eighteenth Year 


Do you always cross streets, alleys and 
roads only at a public crossing? 
Do you have a family doctor, selected when 


Do you visit the hospitals and help the sick 


Do you refuse to play with fireworks on the 
Fourth of July and Christmas? 

Are you afraid of a draft? 

Do you give immediate attention to a cold? 
Do you refuse to follow the advice of neigh- 
bors instead of your family physician? 


KENTUCKY 
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They must be concrete facts backed up] presenting a proposition such as out- | F—— — —— == —_ 
by proper illustration of how it can be] lined unless your terminal facilities have 
done. Supposing that anyone of you] been properly thought out. A logical Th 
was a man with an income of $250,000] reason well presented with definite ter- e 
a per year and you had to pay out 58] minal facilities properly illustrated is the e e e 
; and percent ot everything over $200,000 per only convincing argument to use on a | | 
_ haz- year in taxes, how much do you think successful business man, because that n lahapo 1S ] e nsurance 
e life you would be interested in the presen- is why he is successful. He employs 
hem. @ tation of a plan which would save you this same method in his own business 
‘ois in the neighborhood of 40 percent ot and likes to talk to a man who shows om an 
dying that excess income and that very thing that he does the same thing. I believe p y 
wr of is possible through life insurance. It is| a logical presentation of any proposi- 
t out possible and legal and allowable for aj] tion instills confidence in the mind of WANTS MANAGERS FOR 
> me man to trustee securities and the income] a prospect _whether you are trying to 
nomi on such oy ee can be oe to pay = _ => insurance # -—— ° ° ° 
, premiums on life insurance and in that] else and unless you are able to insti C t 
aoail particular case a separate income tax that confidence you are not very likely incinna I 
return would be made, which would | to effect a sale. Impatience on the part Toledo 
o sell paae Se oe these securities “ ot the agent in the ee = large 
) the lower brackets of surtaxes an cases 1S a grievous error. it takes time C ] b 
_— would save in the neighborhood of 40] and your prospect Is undoubtedly a man Oo um us 
pora- percent. who considers things well before he 
ge “I am going to stick to the line of | does them. Pressure methods are of no : P ; 
‘must ~ es pretty close because I be- — and — cloud “- ettie If _ We are not looking tor high pressure insurance men 
s lif ieve there is a wonderful field for the] S¢ ¢asy When you are handing a big , + fr . ‘ . . , » P 
. = writing of large policies. I am going to| case and do not get nervous about it or W ho flit from company to company, but want honest, 
hould take a specific case, one for the pur- or ag, that someone else is going . intelligent and capable mén—those who have a keen 
z ose of saving the disintegration of a| take it away from you, your man will CRP, nee ce —- —— . 
aa nes man business in case of his death. soon begin to think that you are accus- desire to ae their policy holders well—men of char- 
wort c f “Bie” Pr tomed to handling large business and acter, belief in the institution otf Legal Reserve Life 
sa ase O a ospect that is the kind of a man he wants to " 
von Is Cited by Mr. Faerber Rook <etale: Insurance, honesty of purpose, loyalty, energy and 
form “In this case, which I wish to call to} Gives Details in industry. Pe 3 : 
| Care your attention, the man carries $300,000/ Letter to Prospect The figures below will interest you if you like con- 
of insurance with us. He owns all ot a ‘ k ‘: . : : “¢ 
the stock in the corporation. I know he details of the case mentioned by servative, constructive, steady growth in Life Insur- 
the financial condition of this institution] Mr. Faerber, which, by the way, was ance 
very thoroughly and am absolutely con-| the $800,000 Palmer case, are summed ‘ , 
asons versant with all that they do in a finan- | UP as follows in the letter to the board GROWING STEADILY 
fe in- cial way and I am sure that if anything| ©f directors, presenting the proposition: 
facts: happened to the head of the institution, | Gentlemen: ' inourance in Fores 
10,000 the institution would not survive his In making an analysis of the cash re- 1905 $ 325,000.00 
per- death by five years. Naturally a man| Quirements of this organization in case eed 1,281,909.93 
. Tf who has built up a wonderful organiza-| Of the death of the owner for the pur- awe rag tiry 
we 8 tion such as he has takes a great pride | Pose ot inheritance taxes and the liq- 1908 2,344,449.12 
naan in that institution and wants to see it uidation of the present indebtedness 1909 3,037,135.59 
ain 4 perpetuated after he has passed away. plus income tax for the current year and 1910 3.760. 237.71 
nears He has a son about 17 year of age,| State inheritance taxes, I submit you 1911 a eee Se . 
more. whom he figures will be his successor the following figures and suggestions in 4,451,264.48 
eee and it is the absolute fear of the inheri- | the matter. 1912 5 ,756,690.86 
ents tance tax situation which has caused There are four clearly defined phases 1913 ” ss 7 
him to lend a willing ear to an argument | Of life insurance functions: Ist, to in- ’ 7,011,554.2/ 
— in favor of $1,000,000 worth of life in- demnify dependents; 2nd, to protect 1914 8.655,.788.49 
surance to protect this business. You business partners; 3rd, to protect credi- ~ 
will please note from the illustration | tors; 4th, to provide inheritance taxes. 1915 ry 31,921.21 
which I will presently present that it here are other purposes sound and rea- 9 > 9 
will take $1,000,000 to put this institu- | Somable such as endowment for colleges, l 16 12,021, 20.06 
tion in the clear in case of his death. In but the four enumerated are the major 1917 13.665,053.54 
this particular case I did not argue the a eg ot _ a = This article is 
point of income taxes but only took] Telates two phases, inheritance taxes 5.5 
into consideration what might happen and ——— for colleges. The im- l 9 l 8 15,532, 346. 26 
in case he died suddenly or befo .| portance of inheritance taxes is not as 5 
had ample reserves piled up ae a . yet fully realized. That is because it is l 9 l ? 2 0 ’ 4 ) 6, 3 7 +. 4 4 
of the inheritance taxes and the indebt-| @ Comparatively new proposition and l Y 2 0 2 7 O00 6 0 ] 8 ) 0 
edness of th€ institution. To my mind few living and talking persons have felt ~ 4 i 
ee? great deal of the value of this organi-| the financial pinch of it, but as time ] g 2 1 
zation would be good will because of | 8°€S on and heirs suffer not only from 3 1,2 7 5,3 45.8 & 
the large circulation of periodicals the amount of tax but, even more, the 
printed and the books sold by this con-| heavy, loss incurred by sacrificing the l Y 2 2 3 5 2 3 6 + 2 7 7 4 
cern and its name, which is admittedly | €State’s assets to raise the funds to — es ’ “ 
the fountain head in itself, makes the | ™eet taxes, we shall observe a quick- 
good will of this business of immense | ¢med desire to know more of it and to l 0) 2 3 40 882 131 98 
value. This concern up to two years ago provide for it through the only sensible b b ° 
had a capital stock of only $2,000. It method, life insurance. The value of 
has real estate alone valued at more than | @"ything is pretty well established by 
$1,000,000. If it would become neces-| the assurance that it will be there when ] 9 2 + 44 OO OOO OO 
sary to dispose of this institution for | YOU need it, then and not otherwise. In > > bd 
the purpose of raising the taxes neces- life insurance we have the perfect affin- 
sary and liquidating the indebtedness, it ity—an event which creates the tax, cre- 
would wipe it out entirely. The method | 4tes the money to pay it, not before Purely Mutual Low Initial Premium 
of calculation here is based entirely | OT after but right at the instant. There ° are al Divide 
upon the data given me by the corpora- will be no conversion or hypothecation Large Annual ividend 
tion head himself and my knowledge of securities—at a probable loss. It will You will note we have never made a bid for size but have 
of conditions surrounding his business. | "t mecessitate the tying up of funds 
long in advance in investments of low been intensely interested in giving to our policyholders the 
¢ we ne income return to insure marketability best service at the lowest cost, and in doing this we have 
eer ed nerd when needed. interwoven into the life of the Company character and de- 
7 I do not ~—™ in this case that life] Shows Need of pendability (always keeping faith with policyholders), the 
peti et ail, The whole thing that = Insuring Founder, Manager bedrock upon which we stand in all future development. 
discussed was the way to lessen income|. Your security in this institution lies If you like our plan and are at liberty to represent us, if 
taxes and inheritance taxes and a way| 1" providing against the death contin- you feel that you have the ability to esti ablish for yourself 
to pay them in the second case. Goaey on the part of the founder and a real Agency—W rite or wire 
My firm belief is that a man to be | active head. To perpetuate the institu- 
successful in a large way in this busi-| tion after his demise means ample cash 
ness must have a general knowledge of | on hand at the time death occurred to |] FRANK P. MANLY JOE C. CAPERTON 
business, must know considerable about | liquidate the outstanding indebtedness 
corporation finance and must be able to and adjudicate the estate, the payment President Agency Manager 
recognize hazards when he sees them. of both state and federal inheritance 
= many men in their thinking think | taxes = _ 7 hot income Established in 
only half way through, being willing to | taxes. From the cnowledge I have of : * -_ : : ‘exas 
guess at the rest. I think F scam - Fao the affairs of your institution, you are Indiana, Michigan, Illinois, Minnesota, Florida, T 
would learn to think to a definite con-| "Ot in a position to take from the busi- | ff and Ohio 
¢@) clusion there would not be so many er-| MSs sufficient sums of money to be in-| | 
— rors made. There isn’t any use of] Vested in low interest bearing securities | 
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Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


SAFETY—Guaranteed by careful selection of risks and investments. 
SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Home Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 














Foundation Stones 


One of a series of articles telling why The Columbus Mutual 
Life Insurance Company stands for certain important things. 


Why The Right of Escape From 
The Man Higher Up? 


You will find the answer in such papers as the Magna Charta, the 
Declaration of Independence and the Preamble to the Constitution 
of the United States. 


The common lot of the life insurance agent is to work under 
some general agent or state agent to whom he is subservient. The 
Columbus Mutual Golden Rule Agency Contract comes to his rescue. 
No agent has a right to grind down, or hold down, the agents he 
appoints, or even to hinder their efforts to rise to the highest levels 
and draw maximum commissions. True it is that only a small pro- 
portion will so rise, but the opportunity is there. Only lack of ability, 
ambition or application can hold any man back. His foes are within. 
The opportunity is there to grasp such of it as he may. A straight 
road has been cleared for him leading to the loftiest heights. Each 
agent determines for himself how high he will rise. The contract as 
it were provides different plains or levels on which the agent may stop 
and work or progress and go on to the higher privileges afforded 
by the next higher level. 


All reason for personal strife, bitterness and jealousy is removed. 
No man may begrudge the man who appointed him the overwriting 
he receives because each man receives exactly what he earns—no more 
and no less. The man who appoints you has no power to deprive 
you of one penny. You can earn the same rate of commission he 
earns if you have equal ability. Any printer can become President. 
It is pure democracy undefiled. All men were created free and equal, 
but life insurance agents were created Lord and Vassal, Master and 
Slave until the Columbus Mutual agent's contract proclaimed all Columbus 
Mutual agents free and equal. 


We stand steadfast for certain important principles of life insurance 
practice with policyholders and agents. We are looking for men of prin- 
ciple, who think things through for themselves, to represent us as agents. 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 
C. W. Brandon, President. D. E. Ball, Sec’y and Actuary. 











‘a Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your sp sales Send for 


proof sheets. 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 
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of real steaiuidililibie without shrinkage 
to insure having such a fund on hand 
at the time it might be needed. There- 
fore, there is only one plan which seems 
advisable and which will meet the con- 
tingencies which may arise and that is 
the plan of carrying sufficient life insur- 
ance to meet all requirements which 
may face the institution within the next 
ten years. Every man connected with 
this institution either through his schol- 
arship or as an active part of the inter- 
nal organization is interested in the 
perpetuation of the institution. With- 
out the fountain head to fight the battles 
of your profession, you would be almost 
sure to disintegrate eventually. 

In order to bring this to your atten- 
tion in the most vivid manner, I quote 
you the following figures for your peru- 
sal. Assuming that this institution in 
round figures would be appraised by the 
United States government for taxable 
purposes at $2,000,000, this including the 
good will of the business, the require- 


ments upon the death of the owner 
would be approximately as follows: 
Auditing and Administration 
PE Ue csccacaeeneced $ 40,000 
Approximate indebtedness.... 500,000 
Federal inheritance tax....... 161,500 
State inheritance tax........ 113,325 


Business income tax for year 
in which death occurred, es- 
SEE ca cintavacdiens kade 

Inheritance tax on life insur- 
ance less deduction of $500,- 
000 indebtedness 


30,000 


70,000 





$ 914,825 


Value | eee $2,000,000 
Life insurance .......... 1,000,000 
BEE Saccacietecanw eased $3,000,000 


Value of the estate after the transfer 
is made would be $2,095,175. Shrinkage 


Relative pr era 
Of Pension Systems 
And Life Insurance 


HE International Life says in re- 
tems and life insurance: 

The question of the relation of indus- 
trial pension systems to life insurance 
selling is a question to which every 
agent should know the answer. 

The objection, “My firm has an ar- 
rangement whereby I will receive so 
many hundred dollars a year after I 
have reached 65,” is difficult to answer, 
unless one knows the facts. 

The first point which the agent 
take up with such a prospect 
fact that the majority of pensions 
simply gratuities upon the part of 
employer, gifts which he gives at his 
discretion, and withdraws at his dis- 
cretion. Tt is not necessary to shake 
the faith of the employe in his em- 
ployer; but it is only fair that the em- 
ploye know the facts. 


can 
the 
are 
the 


is 


Not a Contract 


He should know that the average 
pension plan does not involve a con- 
tract between the employe and the em- 
ployer. There no right of action 
against the employer in case the plan 
should be dropped. Since it is a purely 
voluntary gift, the employe has no legal 
rights. This matter was tested in court 
in the case of McNevin v. Solvay Proc- 
ess Co. (32 App Div. 610. Affirmed 
166, N. Y. 530). 

The most recent investigations report 
very few of the industrial pension plans 
today “so financed that they are likely 
to remain solvent without rm financing 
or modification.” 


is 


Increasing Cost 


Perhaps one reason why ticre is a 
danger that companies that have estab- 
lished pension systems within the past 
few years will some day be forced to 
discontinue them is because the cost of 
maintaining the system tends to increase 
rapidly. 

The older the system grows, the 


gard to the question of pension sys- 
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in estate because of death of the head 
of the institution, $404,825. In this par- 
ticular case the $1,000,000 of life insur- 
ance would provide funds to liquidate 
the indebtedness and pay the taxes and 
leave approximately $100,000 over. 

To illustrate my point more clearly, 
suppose that this estate were to go 
through this process without having the 
one million dollars worth of life ins: 





ance. Your statement would be as fol- 
lows: 
Auditing and Administration 
DN Secikcd aun ak ceed be kanes $ 40,000 
DOGS... .ccepadeannaence 500,000 
| Federal taxes per schedule... 161,500 
State inheritance taxes...... 113,325 
3usiness Income Tax, for year, 
NE a ea eemeniine wi 30.000 
Total requirements ........ $ 844,825 
Value of estate including good 
WE. ancecncecageseecuseceus $2,000,000 
Impairment of estate if cash 
was on hand to meet this re- 
ee eee Te 844,825 
Estimated impairment of estate in 


case the cash was not on hand to meet 
this requirement, a practical wiping out 
of the entire proposition. Forced sale 
would mean just that. Another thing to 
remember is that in the case of inheri- 
tance taxes the government comes first 
and requires cash. Assets must be sold 
to provide the cash. Creditors come 
next if there is anything left and the 





heirs come last to take what the gov- 
ernment and creditors leave. Surely a 
sad situation to face on the part of a 


man who has devoted all of his life to 
the upbuilding of an institution for the 
benefit of mankind and upon his demise 
to be entirely wiped out. There could 
be in that case no monument to the 
profession. 





eligible for pensioning. For example, 
the cost of maintaining the American 
Sugar Refining system increased from 
| $15,783.33 in 1912 to $113,273.39 in 1920; 
the cost of the Otis Elevator Company 
system increased from $12,073.02 in 1913 
to $41,714.19 in 1920. 
Change of Ownership 


Where a business is compactly 
ganized and control retained within the 
members of one or two families the 
question of change of ownership would 
not be extremely important, although 
it could not be entirely neglected. 

However, the business which is newly 
organized, which is managed by a board 
of directors elected by hundreds of 
stockholders, the question of change of 
ownership involving change of man- 
agement is important. New men, new 
plans, new ideals, new competition, new 
business conditions, all of these factors 





or- 


are likely to affect the permanency of 
the pension system. 
Questions to Ask 
Ask your prospect these questions, 


not with the view of stirring unrest or 
suspicion, but simply in order that he 
may act with all fairness toward him- 
self and his family: 

“How do you 
stay with that 
your life? 

“How do you know that you will not 
die before the retirement age? 

“How do you know that you will not 
be discharged or laid off for many 
months and thus forced to seek 
ployment elsewhere? 

“How do you know 
pany will continue in 
your death? 

“How do vou know that the compan) 
will not drop the plan?” 

It is following the “ostrich” policy to 
risk all upon a pension plan connected 
with which there are so many “ifs.” 
At least fairly adequate life insurance 
should be purchased. Then the things 
necessary to sustain life are 


“a9 


know that you will 


company the rest 





em- 


the com- 
until 


that 
business 


assured 


FAtse 


may 


friends, like counterfeit coins, 
pass current for a while but they 





greater will be the number of employees 














are sure to be detected sooner or later 
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Coeinead> 
Responsibilities—Service 


The modern life insurance man must, in the nature of his busi- 
ness, assume unusual responsibilities. 


He must render a Superior Service and to do this, he must bring 
to his community a technical training—it is a responsibility. 

To help to build the wall of protection around every home and 
to protect and help to mould the future citizenship of the coun- 
try are responsibilities he cannot escape. 

This Company's goal is to have among its field force only men 
who will assume and discharge these responsibilities and who as- 
pire to render this Superior Service to the insuring public. 


To this end we spend our time and money in the development 
and training of the individual, giving increasingly larger oppor- 
tunities to those who are a part of our organization. 

Men who are ambitious to build their own business and to build 
themselves into their communities’ life, are invited to communi- 
cate with us 


The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 





LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


Gulab 


We may have just what you are looking 
for. Why not get in touch with us? 


























YUM 



































CENTRAL STATES LIFE 









INSURANCECOMPANY 





SAINT LOUIS 











All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
Califernia 32 $2 33 $2 














When Your Prospect 
Says “Yes” 


You get a thrill of success when your pros- 
pect says “yes’’. Your talk has made him 
want what you have to offer and it is good 
to know that you have succeeded, but what 
else is in it for you? That’s where your 
agency contract comes in. 


We have good openings in OHIO, PENN- 
SYLVANIA, WEST VIRGINIA, KEN- 
TUCKY, ILLINOIS, INDIANA and 
MICHIGAN, with contracts direct with the 
company, for men who want more than a 
thrill for the work they do. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 

















On the Subject of Twisting 


I hope for the time when all insurance men will be sub- 
ject to certain ethical rules. One is, never to attack 
another company. Another is not to twist any busi- 
ness. There has been a good deal said and written on 
the subject of twisting, but I think the use of that word 
is a little too indefinite. When an agent is canvassing 
a man he should inquire whether other insurance is to 
be discontinued if the new policy is taken, and if he 
finds such to be the case he should quit the canvass. 
Again, no life insurance man should have anything to 
do with so-called insurance adjusters or advisers. As 
a class they are engaged in deception and should be 
considered outside the pale of life insurance. Their 
work is often simply bald twisting. Their advice is 
often to take cash surrender values and reinvesting the 
money in other insurance in other companies. They 
often give advice that practically upsets the insured in 
the matter of his plan of insurance which perhaps he 
has wisely adopted. If you are professional men you 
should neither give business to, nor take business from 
these adjusters. I even go further and say that where 
you find a man holding term insurance you should not 
try to persuade him to drop the insurance he holds in 
one company and take insurance on another plan in 
another company. To interfere with such business is 
one way of twisting. And twisting of any kind is 
unprofessional. 








From a Speech by HALEY FISKE, PRESIDENT METROPOLITAN 
LIFE INSURANCE COMPANY, at the Philadelphia Sales Congress. 
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